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HAROWAREDEE 


SEE the BUYING CHECK LIST on page 51 August 27, 1959 


PLUMB 


TOOLS 
Ane 


PERMABOND 
Assembled 


Permabond keeps This revolutionary chemical weld, tools you're selling satisfaction. No 


Permabond, is a patented wedgeless more returns. Permabond ts guaran- 


hand tool handles assembly that binds head and handle teed — handle will never loosen in 
ti ht | into One inseparable unit. normal use. Fayette R. Plumb, Inc. 
ig permanent y When you sell Permabonded hand Philadelphia 37 


, Pa. 





NEW 
BOON TONW ARE * 
PROMOTION HAS som 


EVERYT'| 


Largest, most complete service for 8 Killarney 
Melamine’s 3 most popular patterns 

Sale-priced for big consumer savings 

Largest advertising-merchandising program 

Planned for your volume and profit 


Full Color, Full Page 
Advertisements This Fall, 
Aimed at 
53,900,000 Readers 

Life! 
This Week! 
Rural Gravure! 


S53-PIECE SERVICE FOR 8 


S$ Includes 8 each: dinner plate, 
39: Spen sandwich plate, dessert dish, cup, 
stock Saucer, break-resistant tumbler — 
value plus decorated platter, vegetable 
$77.72 serving dish, 3-pc. sugar-creamer. 

Be Sure To Share In The Profit! Order Now! 


Written Guarantee Against Breakage 


lt conten Ware: 


finest of all melamine dinnerware 


Westfield 


BOONTON MOLDING CO., BOONTON, N. J. *The Name That Means Quality in Every Way to Everyone 
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Like to have a banker work for you? 


You can do it! 


Fact is, lots of LAWN-BOy dealers across the 
country are already doing it. 


They’re using bankers to enable them to 
cash in on the big surge in credit selling. And, 
they’re making sales they might have lost 
otherwise. 


Here’s how it works. You’ve got a prospect 
interested in a LAWN-BOY mower, but maybe 
he isn’t anxious to plunk down the cold hard 
cash. So, you sell him on credit. You move 
merchandise. You make your profit. And you 
turn your paper over to the local banker. 


Financing is here to stay. Seems like it’s 
become the accepted way of life. So, you and 
I can both see that financing the sale of lawn 
mowers is just going to get bigger and bigger 
as time goes by. Get all the info you need on 
credit-selling, financing, carrying paper and 
whatever else you can think of, from your local 
banker. 


If you’re a bit hesitant about coming to 
grips with such an impressive citizen as your 
banker, here’s a bit of advice. Don’t be! He’s 
human, just like you. And, in this enlightened 
day, he looks upon himself as a business man 
—working to make a profit—very much the 


LAWN-BOY 


same as you are. The only true difference 
being—his product is money. 

Banks are getting easier to work with all the 
time. And, your tie-up with a firm of the 
stature enjoyed by Outboard Marine Corpo- 
ration is going to be mighty appealing to the 
local financiers. You shouldn’t have any diffi- 
culty when you make your arrangements with 
them as long as you’re discussing the financing 
of quality merchandise such as LAWN-BOY. 
Because they’re good business men, they may 
turn you down if you request money for in- 
ferior products (wouldn’t you?)—but not on 
equipment nationally recognized for its quality 
and service. So put them to work for you now 
—handling your profitable credit sales. 


In LAWN-BOY, you've got a product that’s 
second to none. It’s not hard to make a pros- 
pect want one. Price? Well, if he’s shopping 
around, you can nab him pronto, by talking 
small down payment, low monthly payments, 
and outstanding LAWN-BOY value. 

It works! 

If you’re not already using financing as a 
sales tool, get started, now! 

There are sales to be made, profits to be had. 
And you'll always make more of both with 


LAWN-BOY. 
Sincerely, 


1959 


Bo dar 


Director of Sales 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Johasan, Evinrude and Gale Outboard Motors. 


In Canada: LAWN-BOY, Peterborough, Ontario. 


Want more facts? Circle 101, p. 55 
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THIS WON'T STAY FULL LONG (IT NEVER DOES) 
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The all-metal display comes FREE with the 
48-file basic assortment—in Nicholson brand 
it’s Assortment NH-48. In Black Diamond 
brand it’s Assortment BDH-48. Display stands 


on counter or hangs on pegboard. 
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STANDS ON COUNTER... HANGS ON WALL 


This is a full, fresh assortment of 48 of the most pop- 
ular hardware files. The display won't stay this way HERE’S WHAT’S IN THE ASSORTMENT 


Suggested 


long. Customers take one glance at the handsome Dealer Cost 
Retail, Each 


Hi-Impact plastic handle (so new, so different they Quantity Type per Dozen 
6 10” Mill Bastard $8.40 $1.05 


cant resist a close look). They read all the uses for . 

the files printed on the bright orange cards. They like pip essdeonege cate vy = 
A, a a ee 6” Mill Bastard 5.60 70 

the fresh appearance of files under gleaming, air-tight 6” Round Bastard 6.00 75 

plastic. The file inside is factory fresh and really says 6” Slim Taper 5.20 65 


so. Price is right, too, especially when you consider 6” X Slim Taper 5.20 .65 
6” XX Slim Taper 5.20 .65 


the handle’s part of the deal. That does it. Anot 
dies p O ( does it. Another 6 7” XX Slim Taper 6.00 75 


sale made—and another—and another. Soon 48 files ; 
And here’s what you get from it... 


are gone. And you've got $12.10 in effortless, extra 
ol ; ; Assortment Cost to Retailer 

profit in the till. You will, that is, as soon as you order Retailer's Selling Price . 

from your regular Nicholson or Black Diamond file RETAILER’S PROFIT... 


distributor. Call him now... or write him. 


hoes on 
y, 
WP 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
Want more facts? Circle 102, p. 55 
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give greater product selection 
fo your customers... 
greater dollar volume 
to your chain sales! = 


Chain © 
e Watch your profits from chain and Salesmaker 


related chain items go up when you offer Assortment 
your customers eye-appealing, sales-stimu- 
lating assortments by ACCO! These assort- 
ments help you build a well-integrated chain 
section in little space under the most re- 
spected name in chain—ACCO. 

ACCO gives you the largest selection of 
assortments to choose from—neat package 
displays, quick-pick wall displays, and the 
new ACCO Chain Salesmaker Display Stand 
with cutter—the last word in a compact, 




















self-merchandising unit for featuring a 
variety of popular chain types. And all of 
these assortments are color-coordinated in 
ACCO yellow and blue and are clearly Reevihactn temngae ne 











Assortment Assortment 
labeled so that customers can shop... | 


select...and buy the specific item that 
they want. 

Here’s an example of the profit you make go-lt-Yourse,, 
from selling ACCO assortments. The ACCO ai CHAIN ae 
Chain Salesmaker, including the display sittin 
rack with cutter and the No. 38 seven-reel amr 1 i ake » 
chain assortment, costs you $95.35. Sold : 
at suggested retail prices you ring up a 
whopping profit of $92.40. 

Ask your distributor about the ACCO | : 
assortments shown here and about the Acco Counter-Pak Acco Cotter Pin 
many others he has to offer. Chain Assortment Assortment 


ORDER FROM YOUR DISTRIBUTOR 


¢ Contact your American Chain 
distributor for complete informa- 
tion about ACCO assortments or 
write our York, Pa., office for free 
Catalog DH-176B. 








American Chain Division 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. * Factories: *York and "Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, | Acco Sash Chain Acco Repair Link | 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, Assortment Assortment 
“indicates Worehovee Stocks *Portiand, Ore., *San Francisco 














Want more facts? Circle 103, p. 55 
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Editorial 


by W. A. Phair 





leonard ¥, Rowlands, Pabiiser =| «| HE Magic formula.. . 
EDITORIAL STAFF — ld lik ; 
Phair, editer - 2 | _ 4any time you wou ike to make a fortune, all you have to do 
eo is to invent a medicine that will cure all types of sickness. 





Of course this is impossible. Each disease has a different cause 
and no one medication will be effective in all illnesses. You have 
somewhat the same situation in business. The cause of poor profit 
in hardware stores varies from store to store. The best method of 
correcting the problem of one store is a little different than the 
best procedure for another store. 





There are new ideas and new methods that you can use that will 
help overcome your problems. But each of these new ideas and meth- 
ods has one important qualification: You must put it to work. The 
success or failure of any new procedure you try depends on how you 
put it to work. What will work for one person may not work for an- 
other. 


In the early days of self-service, there were some dealers who 
seemed to believe that simply by converting to this type of selling, 
all their profit problems would be solved. We know this is not true. 


It requires a great deal of hard, intelligent effort to make self-service 
work. 


These days we have a great deal of discussion of wholesalers’ 
programs, basic stock lists, turnover programs, credit selling, and 
other subjects. None of these subjects is really new. They have all 

Bidg. pcs been around a long time. We have a substantial volume of informa- 

A iaity 4-1616 me! : tion on each one. However, under the pressure of today’s profit 
Chicago |, If. oT squeeze, new attention is being devoted to the use of these devices. 
William €. Comiskey—James L. Phillips = 


360 N. Michigan Ave. 
Telephone: Randolph 6-216 





This is all to the good, but [I’m afraid that some dealers have 
the idea that if you go through the motions of using these ideas, 
the store will automatically make money. Nothing could be farther 
from the truth. In fact, you can use all these devices and still go 
bankrupt. 


The key to the successful use of these ideas is the personal factor 
you. You have to understand them thoroughly and you must 
know how to use them. Above all, you must know enough about them 
to understand whether or not they will help in your specific circum- 
stances. There is no one magic success formula that can be applied 
to every store. 


Each of the devices I mentioned represent good, sound business 
practices. But how they will work in your store depends on the 
nature of your problem and how you make use of the idea. 


[ think that it is important to emphasize that the only way you 
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Editorial 


continued 


can be sure of making an intelligent decision about what your store 
needs is to know everything you can about all the different ideas 
that are being used by other stores. As the owner or manager of 
a retail business, this is your responsibility. 


Get all the information you can. Visit other stores; attend your 
local association meetings; talk things over periodically with your 
wholesaler; make it a regular practice to read HARDWARE AGE care- 
fully and thoroughly. If you’ll follow these simple suggestions, you'll 
be in a better position to make the right decision. 


Group buying ideas .. . 


There is a growing number of buying groups springing up around 
the country. Some are made up of wholesalers; some consist of dealer 
members. The primary goal of these groups is to get some advantage 
in buying costs. This is a reasonable ambition. But let’s be sure 
we don’t kid ourselves into believing there are advantages, simply 
because some one else says so. 


One wholesalers’ group told me that by buying as a group, through 
a central office, they eliminated the need for manufacturers’ sales- 
men and thus should get a price reduction. 


Well, some of these same distributors are telling manufacturers 
that a wholesaler must travel salesmen in order to do an effective 
job of selling dealers. There seems to be a little contradiction here 
that could prove very awkward. 


It is possible that these comments will not be received happily 
by some folks, but I think we should discuss these situations. It is 
very important that we keep our thinking on these subjects clear 
and logical if we want to keep the hardware business on a sound 
basis. This whole group buying idea deserves a great deal of study. 


It has been fairly well established that in the distribution of goods, 
it is almost impossible to eliminate functions. You can transfer them, 
but you can’t eliminate them. 


When a manufacturer adds up all the advertising allowances and 
other phases of a group purchase, he isn’t saving very much. It has 
been my observation that the advantages of group activity most 
often lie in the area of merchandising, rather than buying. And a 
merchandising program is only as good as the effort put behind it 
in selling it to dealers. 


In our search for ways to increase profits, it is important that 
we be consistent in our reasoning. Let’s be sure we take nothing for 
granted, but rather that we examine each phase of our thinking in a 
very critical manner. Only in this way can we be sure we don’t lose 
sight of our primary goal. 


8 « HARDWARE AGE, August 27, 1959 





185 years of experience guarantees 
AMES is the world’s best shovel. 


Check the features of an AMES 


2 = One rivet 3” down 
socket 


5 =- Perfect down 
Pa-vatictam efelielals 


Cn 5 
< ii 
ok pats 
Oa 
* ea 
FA at. 
Sea 
~~ ja 
ca 1. = 
ie ene GOs ee $ 
3 . 


6 - Light weight 


2 


a 
3-Forward step 7 
, Full length handle 


Ba D 
Smet 


7 7 - Double taper 
a forged blade 


Retail Pelarelel $5 00 


Ae “Par : ’ Mi a » 2 2 SS a 
mE at a) ete or ee to2 
ROR ee ee nn en Sg, , 


It costs only pennies more than ordinary shovels..... 
yet offers your customers all these advantages..... 
FORWARD TURN STEP — for PERFECT DOWN CENTER 


EI shoe protection, reducing foot BALANCE — for ease of 
handle breakoge. fatigue. handling. 





SHOCK BAND — takes the 


shock of heavy work, reducing 





*y ONE HORIZONTAL RIVET 


THREE INCHES DOWN HANDLE — capped at the end 
SOCKET — no breakage of impor- _—for protection. 


tant wood fibers caused by vertical 





4 | FULL LENGTH (ONE PIECE) 6 | LIGHT WEIGHT — average 


under 4 pounds in (L.H.R.P.) 


DOUBLE TAPER FORGED — 
Blade unconditionally guar- 
anteed. REMEMBER—there are two 


©. PR AAES co. ways to taper a shovel. 
FINER PRODUCTS THRU HIGHER STANDARDS €tyi> 


Ames also manufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Metal Household Furniture 
Want more facts? Circle 104, p. 55 





rivets. 
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SUMMARY OF 


Congress may curb state tax 
on non-residential income 


Congress will probably pass this year a stop- 
gap bill to curb state taxing powers. It would 
limit the power of states to tax income on non- 
resident firms earned by orders within their 
boundries. 

This measure would prevent serious tax boosts 
for many wholesalers and manufacturers who 
receive orders across state lines, as well as a 
few dealers near state borders. It would also aid 
some mail order firms. 

The U. S. Supreme Court this spring ruled a 
state can tax a nonresident firm for business 
done within its borders on almost any basis. The 
new law would prevent this if the firm does not 
have an office, salable inventory, or representa- 
tive in the state. A salesman working for more 
than one firm would not be considered a repre- 
sentative of his firms, and also would be exempt 
from such taxes. 


outlook 


The measure would protect firms from undue, 
and in some cases, multiple taxation while a per- 
manent solution is worked out. You may not be 
affected directly. But your suppliers will be. 


Fast pace of new home starts 
will likely hold into 1960 


New home construction should continue at a 
booming pace throughout this year and most of 
1960. 

Sales of builders’ hardware, appliances, lawn 
and garden items and household goods should 
also continue at a brisk pace as a result. 

Ilome building this year is running just below 
the super-boom level of 1950, and far ahead of 
any other year. In the first seven months of this 
year work was started on 822,000 homes. 

If the same pace continues for the final five 
months some 1.38 million new homes will be 
started. 
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EVENTS THAT 


WILL AFFECT YOUR BUSINESS 


This year’s housing boom is coming in spite 
of uncertainty over new housing legislation. 
Congress is now proposing a $1 billion housing 
bill. It is smaller than one the President vetoed 
earlier, but is larger than that which the White 
House proposed. It would expand FHA mort- 
gage insurance operations. 


outlook 


Plan on continued heavy demand for all items 
connected with new home construction. Remem- 
ber, one-third more new homes will be built this 
year than last. The total may go higher if the 
pending housing bill is approved. 


Food industry in fight against 
stiff, growing PX competition 


The huge food industry is joining other mer- 
chants in fighting the spread of military cut- 
rate sales of consumer goods. 

The food industry may turn the tide in the 
long battle to limit service discount merchandis- 
ing to items of “convenience and necessity” at 
post exchanges as well as commissaries. 

Sen. Paul Douglas opened a new attack in 
Congress on military selling. He charges these 
operations waste the equivalent of several regi- 
ments of fighting men who are assigned as store 
clerks. 

He also complains that the taxpayers are 
forced to subsidize these operations for light, 
heat, and other items. And he criticizes the un- 
fair government competition with private, tax- 
paying firms. He claims the military has made 
a farce of the laws which are supposed to regu- 
late military stores. 


outlook 


Most post exchanges and commissaries sell sport- 
ing goods, garden supplies, lawnmowers, house- 
wares, and other items. If you are faced with 
this type of unfair competition, get behind the 
drive to curb them. Write your representative. 





AMERICA’S FAVORITE 
COMBINATION PADLOCKS! 


HALL LOCKERS 


No. 1525 
KEY-CONTROLLED 


MASTER No. 

1525 key-con 

trolled combina 

tion padlock is 

the popular fav 

orite for gym and hall locker instal 
lations. Each student has individual 
combination— yet one school-owned 
control key opens every locker. 


Used and endorsed by leading school systems all over the country. 


Precision engineered for long life and trouble-free service, MASTER 
Combination Padlocks offer finest locker security at lowest cost. 


Compare these important MASTER features: 
® Stainless Steel Case @ Solid Steel Locking Latch 
® Double Wall Construction @ Built-in ‘‘Sound Effect’’ 


FREE! 11” x 34” window banner featuring Master Combination 


Padlocks. Colorful, attractive ... will increase your sales. Write today! 


Master Jock Company. Milwaukee 45, Wis. © Wolds Largest Padlock Mornupactinrers 


Want more facts? Circle 105, p. 55 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


more income for customers... . 


Most of your customers think of income as salaries or wages, when 
working out a budget. This stable income gets a boost now and 
then so your customers can buy merchandise normally deferred 
until the budget allows the purchase. There has been a lot of this 
extra kind of buying in 1959. Cash dividend payments to stock- 
holders were $853 million in July, $46 million more than July, 
1958. Dividends paid during the first seven months were $6.9 bil- 
lion, or 3% percent, ahead of the same 1958 months. 


a watchful eye on steel... 


Business is keeping a watchful eye on steel. An August report on 
industrial production shows only 35 percent of hardgoods’ manu- 
facturers still boosting output, as compared with 60 percent in May. 
Some 55 percent are holding even as compared with June this year, 
and 10 percent report declines. New orders are following the same 
pattern. Everyone is watching steel. If the strike is settled soon, 
production will soar again. A long strike will take its toll. 


upgrading the merchandise. . . 


Sears, Roebuck & Co. is experimenting with upgrading the mer- 
chandise. Long catering to economy-minded farm and city folk, 
Sears is experimenting in the South with luxury merchandise in its 
newest retail store in Florida. The giant chain is mixing high 
fashion and luxury hardlines with overalls and farm tools. Sears 
grew into a $3.7 billion a year empire by merchandising the middle 
road and building a loyal following of the vast middle class. Now 
$69.95 cocktail dresses entice a more prosperous customer. 


Christmas shortages loom... 


Hardgoods’ sales averaged increases of 8 to 10 percent in most 
areas of the country for the first half of 1959. Predictions are for 
boosts as high as 15 percent in the second half, if steel gets back 
to normal. Trouble is, inventories were scraping bottom in Janu- 
ary, and through the end of June they rose an average of 6.2 per- 
cent. In brief, sales increases are topping backup stock. The condi- 
tion will get worse for the holiday season unless dealers and whole- 
salers increase backlogs. Christmas 1959 may be one of severest 
shortages unless you buy enough right away. 


... turn to page 84 for more news of How’s the Hardware Business 
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*& NEW COMPLETE LINE 
*% NEW FEATURES 
* NEW LOW PRICES 


Products 
Famous For Quality and Performance 


i Pobatelahale-Men Ciavdela @kolae:\ilaslelab4-tomm 1), 19°) ae t-ladla- Mich ile) al 


The new line of Pincor Mowers is the 
most complete and with the newest 
features: New more powerful Pincor 
Engines; New fingertip cutting height 
adjustments; New stop and go handle 
control. Prices are the lowest, profits 
for you are the highest. 

Other Pincor Products, portable 


electric power tools, gasoline engines, 
and electric generator plants are also 
quality and performance proved 
through years of service—and profit 
making too! 

Write, wire or phone for the New 
Pincor Plan for increased sales and 
more profits from them. 
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Power Lawn Mowers « Electric Portable Power Tools - Gasoline Engines + Electric Generating Plants 


Want more facts? Circle 106, p. 55 
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MERCHANDISING 


newslerier 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Premium brand names to remain scarce in supermarkets. Better known house- 








wares and hardware makers are balking at pleas from chain Supermarkets for 
direct shipments. All the Supers want the prestige of top-grade lines, 

but the manufacturers want to protect traditional wholesale, retail out- 
lets. Manufacturers also worried about holding the line on advertised 
prices. You're still the most reliable customer for the bulk of your sSup- 
pliers. 




















Credit's back in the spotlight. Two important developments. Item one: 

F. W. Woolworth is satisfied with results of initial credit merchandising 
of big-ticket items. The former 5 & 10¢ chain gets l percent monthly 
carrying charge, minimum $5 payment. Woolworth joins J. C. Penney, and 
other once strictly cash chains latching onto time=-pay sales. Item two: 

A California credit bill will be law in 1960, limiting charges for revolv- 
ing credit. There will be a 1% percent per month ceiling on service 
charges for balances under $1000; 1 percent over $1000. Other states will 
probably follow suit. You need revolving credit to compete with chains. If 
you're in doubt about charges, you are perfectly safe at 1-1% percent a 
month on unpaid balances. 















































The big-show idea is gaining strength as a sales booster. A key 
reason for shopping centers' success is the lure of leisurely 
Shopping in open malls, plus steady excitement of shows, exhibits, 
etc. Now, downtown sections want to get their share. Recent tests 
in Kalamazoo, Mich., and Toledo, Ohio, have merchants overjoyed. 
The city and merchants built malls, planted ferns, piped music 
into central shopping areas. Streets became plazas. Foot traffic 
boomed. Other cities will take the cue. Any downtown district can 
duplicate the idea if merchants cooperate. Write to Toledo or 
Kalamazoo Chamber of Commerce for facts on how plan works. 


















































supers add insult to injury. One big chain that has had good luck 
with trading stamps has started selling the stamp redemption items 
for cash, and at discount prices. In brief, the redemption stores 
have become retail bargain outlets. Thus far, the idea is just 
being tested in three Eastern cities but may spread. 
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CateKexertcosere 


FLEETLINE 














Here's the newest in high style, high quality, graded stain- 
less steel flatware—the ‘STYLIST"’ line by Wallace, created 
to fill the price gap in your stainless assortment. Teaspoons 
retail at only $.75. And there's a full assortment of dis- 
tinctive packaging to choose from. 


With its custom-crafted look for dining room or kitchen, and 


“STYLIST” linewill trade up your stainless flatware customer. 


STAR CREST 


‘ 
\ 


11) the new Stylist” line! 


She'll SEE the difference. Four handsome patterns t6 choose 
from. She'll FEEL the difference. Heavier stainless. Graded 


... finely-balanced! (Never ‘“‘bowl-heavy.'’) It will feel just 
right because there's perfect uniformity in every piece 
Trade her up to quality stainless. Better merchandise means 
bigger volume. Bigger profits. Ask your Wallace representa- 
tive to show you the new “‘STYLIST”’ line. Or write Dept. 
WH, Wallace Silversmiths, Wallingford, Conn 


AN Laeed  BYon SO A— S| o —t — 


A DIVISION OF WALLACE SILVERSMITHS 


Want more facts? Circle 107, p. 55 
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1430 
TURNER 


“Step up” kitchen tool volume... 


Get full profit potential 


“1400” LINE 
World’s fastest selling 
nickel-plated kitchen 
tools. Choice of red 
handie with white 
stripe or yellow handle 
with charcoal stripe. 


® 


“2600” LINE 
Chrome-12 finish; 
choice of yellow, nat- 
ural, turquoise, pink 
handle with contrast- 
ing color stripe. Pre- 
priced or unpriced. 


“2600-B” LINE 
Exclusive Chrome-12 
finish at a new low 
price; satin-finish black 
handles; each tool col- 
orfully labeled; pre- 
priced or unpriced. 


“3600” LINE 
Flat stalk, stainless 
steel; black lacquer or 
Fruitwood finish han- 
dies; each tool color- 
fully labeled and pre- 
priced or unpriced. 





2630 
TURNER 


“3200” LINE 
Flat stalk; “Mirror Fin- 
ish’’ stainless steel 
finish; yellow, pink, 
turquoise or black 
handles. Labeled; pre- 
priced or unpriced. 


EKCO-AUTOYRE DIVISION EKCO PRODUCTS COMPANY CHICAGO 39, ILL. 
Want more facts? Circle 108, p. 55 
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2630-B 3231 
TURNER TURNER 


with EKCO-AUTOYRE 


Customers buy more... you make more—when you offer 
‘‘good, better, best’’ kitchen tool price selection! 


To reach all prospects for such basic staples as merchandising assistance from the only brand 
kitchen tools, you need at least three complete lines name known by every homemaker. 
in “‘good, better, best’’ categories. By offering your All five Ekco-Autoyre kitchen tool lines are 
prospects Ekco-Autoyre’s complete selection of | complete with matching strainers; all lines are 
kitchen tools, you get 100% sales coverage...an available in self-service merchandising displays 
opportunity to “trade up” two out of three prospects. to boost profitable impulse sales. 

At every level, Ekco-Autoyre offers more quality For maximum volume, faster turnover in 
for the money, more selling help from the only _ kitchen tools—see your Ekco-Autojre distributor 


nationally advertised name in kitchen tools, more or salesman right away. ©1959 exco prooucts COMPANY 
Want more facts? Circle 108, p. 55 
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IF YOU'RE WISHING 
FOR A FAST FINISH FO 09... 


Stock and Sell the Line Women Know! 


Brookpark’s success 
is proved! 


“Sold $9529 in 5 days’... 
“$4169 in sales in just 5 days’... 
“Sales of $4787 in 6 days’... 
reports like this poured in 
from department stores all over 
the nation during the spring 
Brookpark-LiFE promotion. 


if dishes | A aN —_— 

eed he ; , i «=Now-—in time for 

On I> holiday selling— 

‘a & 4 a Your customers are being pre- 

geist ; bs } sold with this excitingly beau- 
tiful, full-page, full-color ad in 


featuring today’s most success- 
ful fashion-right patterns at 
lowest ‘compare ‘em’ prices. 


| PO LEN LIFE (November 30 issue out 
p ia = November 25). Brookpark is 


— FREE sales aids: 

Ad mats! Streamers! Giant 4- 

color ad blow-ups! Ad reprints! 
Point-of-purchase displays! 
"mee es ami mento fora oe rae as i et Table tents! Ad reprint counter 

ho munsts, Yet aways be proof Brocrpark, Americ’ s fies! ae soenecenenen: ‘roncone cards! Statement inserts! Write 


dinnerware. Won'l break, won't chip, will go into your dishwasher without a doubt ! for them 
> 


Pl 


masterpieces in melamine dinnerware - styled by 


AS ADVERTISED IN BROOM PARK — Cleveiaed D Onre — Alen avaiable 6 Caner 


£ Bea sales genie! Ihe magic word Is 
. BRGDKPARYIS 


masterpieces in melamine dinnerware 


rs, J i ae 
: e i aes. "a 96 ee 
o gin MT* a+" } o—_ 


BRO K | , | | : | ’ 1 ’ 


w 
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9 ways 


to sella 
path 
scale... 








oeeeeeeeeeeeeeeeeeeeeeees y= 





Sell the bath scale 
with every important 


selling feature! 


sell LIGHT-UP DIAL FEATURE 


Sell CONVENIENCE OF HANDLE 


(recessed platform for full easy grip) 


Sell WEIGHS-ON-RUGS FEATURE 
Sell NEW SLIM-LINE DESIGN 

Sell 300-LB. CAPACITY 

Sell LIFETIME SERVICE WARRANTY 
sell NON-SLIP PLATFORM 

Sell EASIER-READING NUMERALS 


sell SEVEN DECORATOR COLORS 


No other bath scale has as many salable, ms — {/ 
talkable features! ‘ o7 /f 


For information and price details, write: 


The Brearley Company, Rockford, IIliniois MODEL 809 


$11.95 East 
$12.45 Far West 








rin 
Ail w x Why 


YOU CAN 
READ IT 
IN THE 








. . 


More ways to sell Counselor bath scales! 


Sell perfected : Sell style and 
accuracy at a low, ASN: — the convenience 
low price ow ale of a 
handle scale 


Value Leader Model 222 $6.95* Citation Model 500 $8.95* 
. (Matching hamper ensemble available) 


Sell elegance, : Sell beauty 
a jeweled &° ~~, | of design 


neuf,” x 
movement and q/——y = combined 
cat's whisker 
ae 
accuracy 


Classic Model 1000 $20.00* : Century Model 900 $7.95* 
4 (Matching hamper ensemble available) 


*Slightly higher Far West 


Sure ways to sell Counselor Hampers, too! 


Sell the newest styling... the unique new shape. .. modern design vinyl covering + Sell beauty 
that lasts—the sturdiest hampers ever made « Sell hampers that beautify bedrooms as well as 
baths + Sell seven beautiful decorator colors, pink, blue, yellow, green, turquoise, white and black. 





Hassock-Hamper 


For information and price details write: 


The Brearley Company, Rockford, Illinois 
World's largest producer of bath scales 

















/ RIDE WITH THE WINNER! 


/ BVI’s most Powerful Nationwide Promotion smashes all 


past records. 


A red hot Super Saturation campaign to make this your 
greatest BVI profit-making season. 


® NETWORK TV — Jack Paar and Dave Garroway on 
the full NBC-TV network 


| NETWORK RADIO — Don McNeill’s “Breakfast Club” 

S\ on ABC and Art Linkletter’s “House Party” on CBS 

_—_ COAST-TO-COAST TV SPOTS — Over 4 times as 
many markets — 500% more BVI TV impressions 


NATIONAL MAGAZINES — with a readership of 
over 116 MILLION 


Plus FREE dealer aids—counter displays, window 
banners, ad mats, mailers, TV films, radio scripts 


SALES prot © SUNDAY NEWSPAPERS <n 492 cies 


THESE EXO ENTRIES WILL BE YOUR TOP MONEY WINNERS! 


(“Cg AMERICA’S LARGEST SELLING a , 
| | | LINE OF ELECTRIC CAN OPENERS : 7 © MODEL VS-810 MASTER 


- in e SPRAYER KIT 
Deluxe Mode! N-553 =. ) Contains deluxe model of BVI 
Fully Automatic @ Silent Operation = , pan inl ote Pres asemmneres 
One touch of a finger opens any 


size or shape can 


JiG SAW 
, ; ; Model &. e Built-in motor, power take-off for 
Die-cast metal housing — 5 kitchen- VS-800 fg FA sandian, drilllan, ote. 


MODEL J-98 COMBINATION 


matching colors 


MODEL JS-180-A SABER JET 
ee JiG SAW 
TWO NEW LOW- iio. — : Portable, built-in motor, overarm 
PRICED MODELS . ba America . Largest Selling removes for saber saw use. 
— i - Electric Paint Sprayer 
Fully automatic. White eS j 2 ash aane 
thermoplastic housings. - = Just plug in and spray paint, var- MODEL B-240 PORTABLE 
¢— . nish, enamel, mothproofers, gar- BAND SAW 
Mode! N-551, use on : den sprays, insecticides Built-in motor. Saws wood or steel, 
counter or mount on straight lines or curves. 
wall — a 
Model N-550 3 MODEL V-760 ELECTRIC 
counter model “™~ em 
cs VIBRO-TOOI 

? "i ; Top favorite with hobbyists, crafts- 
BVI Electric ih men. 10 attachments included. 
Drink Mixer 


Model M-333 A MODEL VG-350 ELECTRIC 
with ‘magic seer” VIBRO-GRAVER 


action’ geration Permonentiy marks steel, glass, 
New BVI Portable other hard materials. 


BVI Electric ai? Electric Humidifier 
Knife Sharpener — Restores needed humidity to: MODEL PS-2300 ELECTRIC 
with precision honing action Model K-225 Help prevent colds, promote com- BELT SANDER 
fort, combat fatigue, lower fuel Sturdy, compact, low priced. 


BVI’S WINNING FORMULA: bills, protect furnishings 
GREATER SATURATION-GREATER IMPACT-GREATER SALES FOR YOU! 


Act Now!... See your jobber or write BURGESS VIBROCRAFTERS, INC., Grayslake, Ill. 
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Includes 
Wood’s New 


GO-LITE 
~ 0 Snow Plow 














...to retail at only $8.50 


with full mt 4 











Buy Direct! Drop shipped direct to you! 


Billed through your regular hardware wholesaler. 





Quantity Description Retail Each Total Sell 
12 AA418WS — aluminum shovel $3.98 $47.76 
Get the preferred quality that care- 12 AA418RH — aluminum shovel $2.70 $32.40 
ful buyers have bought from Wood 6 AASP — 20% aluminum pusher $3.96 $23.76 
3 AASP24 — 24” aluminum pusher $4.86 $14.58 
6 SP18 — 18” steel pusher $2.80 $16.80 
6 18P — 18” steel pusher $2.22 $13.32 
6 EO7 — sidewalk cleaner $1.86 $11.16 
2 
2 
6 
2 


Peg your cost of winter tools now. 





for over fifty years. Have your stock 
to display when the first snow flies. 
(And remember, if this winter ts like Otte adie cteh eed $3.06 $36.72 
O418RH — wide steel shovel $28.80 
LESS] — general purpose shovel $17.64 
WSP — wheeled snow plow ' $17.00 
83 tools (plus free rack) Total Retail $259.94 


the last, you'll have to order more. ) 
Mail your order to Wood today. Be 





sure to specify the hardware whole- 
saler you want to handle billing. 





Profit $101.18 
| \\ The Wood Shovel & Tool Co., Piqua, Ohio 


? 


3 


Want more facts? Circle 112, p. 55 
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NOW! BUY WINDOW MATERIALS 
DIRECT FROM THE MANUFACTURER 


anv SAVE UP TO 25% 


DIAMOND -T,  nationally- 


known manufacturer of top-quality 
products for over 30 years, now 
makes it possible for you to MAKE 
MORE MONEY THAN EVER BEFORE 
in Window Materials and Pressure- 
Sensitive Tapes. 


agents— YOU GET THE SAVINGS! 


Yes! We now offer you the finest 
quality products, dependable deliv- 
eries and extra-long profits that 
you've never thought possible. Pro- 
fits that YOU MUST HAVE to stay 


in business during these difficult 
days of inflation and constantly ris- 
ing costs. Don't wait! Write today 
for catalog and prices. 


SELLING DIRECT to the dealers of 
America, we by-pass the middlemen 
— eliminate expensive missionary 








_ DIAMOND-T- BRAND 








SALES TESTED @ PROFIT PROVED 


WINDOW KITS 
3 TYPES: 


24 ft. of sturdy vinyl with choice of 54 ft. of fiber 
moulding strips and nails, or water-repellent mount- 
ing tape . . . 36 x 72” Clear Polyethylene with 
fiber moulding strips and nails. 


America’s Finest 


PRESSURE-SENSITIVE TAPES 


EXTRA-STRONG CLEAR VINYL TAPE with FREE dis- 
penser. Holds most anything to anything—indoors 
or out. 

MASKING TAPE — for painting, weather-stripping 
sealing, etc. 5 Sizes and Widths, bulk or in colorful 
cellophane bags. 


Offering a Complete Line 
of the Most-Wanted Items 


@ 4-MiIL CRYSTAL CLEAR VINYL 

@ 4x4 COTTON REINFORCED fused plastic 

@ 14x14 GALVANIZED STEEL WIRE REINFORCED 
® 9x9 GALVANIZED WIRE REINFORCED 

@ 4-MiL CLEAR VINYL (Economy) 

@® BUDGET-PRICED WAX CLOTH 

@® FIBRE MOULDING STRIPS 


Widths: 28”, 36”, 48”, 72” in 50 and 100-ft. rolls. 
Our Roll Goods Fits Your 36” Floor Fixture 


Representatives: 


DIAMOND-T-WAXED PAPER CORP. 


A few choice Territories stil! 
open. WRITE FOR DETAILS. 
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Hage Stanley Promotion 


.-» POWERFUL NATIONAL ADVERTISING 









F 


Pa 


PO}! >] ; 








8-page spectacular in Popular Mechanics—October (plus 2 more pages in November) 
A blockbuster ad, featuring 36 best-selling Stanley tools and hardware items—with empha- 
sis on the “Fall Specials.” Available to you as a self-mailer or handout piece at only | ¢ each. 






e AB 
| home SMAN 





21/4 pages in One full page Page in 
Popular Science in Farm Journal Home Craftsman 
—October —October —October 
One full page in 15% pages of nationwide consumer advertising—pre-selling your best customers with these 
The Sat. Evening Post outstanding “Tool Specials” ...and the theme: “BETTER YOUR HOME ON YOUR OWN.” 


—October 


Prices slightly higher in Canada 


The kind of advertising support that creates real customer traffic and easy sales for you! 


DRILLS TO CORRECT DEPTH [i 


COUNTERSINK 
SHANK 

CLEARANCE 

| PILOT HOLE 





RP AOI 


os car 





ws 





Popular H1222', _combina- No. H1247 HANDYMAN AO8W 8’ rule with free pen- 5-piece SCREW-MATE® drill 
tion square. Reg. price: $2.25. block plane. Regularly $2.19. cil, 98c. H818 ripping chisel, & countersink set. Reg. $3.69. 
Fall Special price: $1.88 Fall Special price, only $1.88 reg. $2.49, Special: $1.98. Special: $2.98. No. 1525A. 


WANT A LIONSHARE OF BUSINESS THIS FALL? 


Feature these outstanding “Tool Specials” as “leaders” in a fully integrated store-wide promotion! 





Want more facts? Circle 114, p. 55 
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fegtures Fall Tool Speciale... 


.« COMPLETE WINDOW TRIM MERCHANDISING X77 


BETTER YOUR HOME ofecials 


ON YOUR OWN ll 


Window theme banner—over 6 ft. wide 
(perfect for tying-in other home products, too!) 





Twenty-four price 
cards—2” x 3” 


Three I-beam posters 
—18” x 22” 





Two triangular displays 
—11" x 11” 


OVER $4.00 WORTH OF HARD-SELLING WINDOW TRIM 


PLUS... plans folder with suggested window Order your Stanley “Fall Tool Specials” 
layouts and related merchandising and tie-in from your distributor today. 

advertising ideas. All of the above—including To order your window kit and extra 
one reprint of the POPULAR MECHANICS spectac- copies of the POPULAR MECHANICS spectacular, 
ular—is yours for just $7.00. Extra copies of state quantities and send check to: Stanley Two “specials” 
the POPULAR MECHANICS spectacular with space Advertising Services Department, 388 Elm banners 

for your imprint, only 1¢ each. Street, New Britain, Connecticut. —6 ft. high 

















$6.00 off on powerful 3-amp Heavy-duty H75 sabre saw $15.00 off new heavy-duty 
Y,” drill. Reg. $24.95. Fall & 7 free blades worth $4.90. builders saw kit. H268 614” 
Special: $18.95. Model H131. $49.40 value. Special: $44.50. saw, case, etc., only $52.95, 


Heavy-duty H36 orbital sand- 
er $49.95. Two permanent 
obrasives worth $4.00—free. 


AMERICA BUILDS BETTER AND LIVES BETTER 
T A N | E Y This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools © electric 
tools © builders hardware © industrial hardware ® drapery hardware ® automatic door controls © aluminum windows * stampings 
* springs * coatings * strip steel © steel strapping—made in 24 plants in the United States, Canada, England and Germany. 

CANADIAN OFFICES: MONTREAL, P. Q. AND HAMILTON, ONT. 


WITH STANLEY 
. 


REG. U.S. PAT. OFF. 
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WE’RE TELLING FARMERS 
60 Million Times... to 


KILL RATS WITH 


WARFARIN! 


Once again WARFARIN baits will be promoted 
with smart, aggressive advertising in 16 leading 
farm papers in the U. S. and Canada. These ads 
will have a combined, accumulated circulation 
of more than 60 million farmer-readers. 


. 





That means 60 million hard-working, close-to- 
the-farmer’s pocketbook messages that sell... 
and sel]...and SELL! 


To make them sell for you ... buy, display 
and recommend baits containing WARFARIN! 


ADVERTISED IN THESE LEADING FARM MAGAZINES 


FARM JOURNAL - CAPPER’S FARMER 
PROGRESSIVE FARMER + WALLACES FARMER 

PRAIRIE FARMER + NEBRASKA FARMER 
WISCONSIN AGRICULTURALIST + THE FARMER : 
GRIT » HOARD’S DAIRYMAN + POULTRY TRIBUNE a 
FARMER'S ADVOCATE + LA FERME a 

FREE PRESS WEEKLY PRAIRIE FARMER , 
FAMILY HERALD ot ok 














... plus a big four-page Educational Inser? - 
in BETTER FARMING METHODS "4 “i 





THE BEST-SELLING BAITS 


Want more facts? Circle 115, p. 55 
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rings the bell 


to help you sell rat baits J 


HERE ARE YOUR 3 KEYS TO BIGGER PROFITS! 


Buy BAITS CONTAINING WARFARIN! 


WARFARIN is the world’s biggest-selling rodenticide! 


Advertised to farm markets nationally for nine years and 
used with outstanding success by farmers everywhere, 
WARFARIN today is synonymous with rat control! 


Best of all... WARFARIN’S marketing program gives you 
fast turnover at a mighty handsome proft! 


RECOMMEND BAITS CONTAINING WARFARIN! 


They're safe .. but sure! 





Rats never develop bait-shyness . . . never build tolerances. 


WARFARIN is the only rodenticide backed by a national 
research foundation. It has been used with outstanding 
success for over a decade . . . a marvelous record for a 





proven profitable product! 


DISPLAY AND PROMOTE BAITS CONTAINING WARFARIN! 


Cooperate with our national annual rid-your-farm-of-rats 
campaign. /t’s a profitable public service to your community! 


Plan a big display and promotion for the opening of the “rat 
season” in your area. Then keep WARFARIN baits promi- 
nently displayed... and include them in local newspaper and WISCONS|! N 
radio advertising ... throughout the Fall and Winter months, 

coinciding with our national advertising campaign. ALUMNI 


contain WARFARIN 


FOUNDATION 
Want more facts? Circle 115, p. 55 
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ROCKET Hammer $5.25* 


.) 
ss oven 
se 


» saver? 


ma @1ik-1al 210 fie lene>lelelalial =i: lem Mal-melgleciialc! 
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JET ROCKET Hammer $4.25* 
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ROCKET Belt Axe $7.50* 


we OLi Ps olelil-tal-leMial-1- lemme _t-leleli-fril-t- tdal-t¢ 


—1el-t> tee pees onde esl adelar 


42: 
: 


ABAX — with sheath, in gift box. 


| JET ROCKET Belt Axe $5.95* 


JeT ROCKE? |= iis lol amal-t- le me alall-ta ret: lelell:ral-tchaal-te 


—iel-ts hemes 2h ee ot. adele 


=i =F? me 1) dential -1- car lale llaaielel & 


— 


Gift-boxed Rockets with Christmas dating 


"Suggested retail 


4 WAYS TO BIGGER GIFT BUSINESS 


A sensation in ’58 for the third straight year... these your True Temper wholesaler’s Christmas dating plan. 
four Rocket tools are again ready for a big seasonal 


True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 
selling job in your store. 


Individually packed in attractive gift boxes, these 
tools can be sold year ’round because box design isn’t 
limited to Christmas. RUE EMPER 

And remember... they’re heavily advertised in 
famous magazines. Order now and pay later, under 


your basic line... your money line 


Want more facts? Circle 116, p. 55 
30 © HARDWARE ACE, August 27, 1959 





YOU ARE CORDIALLY INVITED TO 
ATTEND THE 14TH ANNUAL 


Untional 
Hordware Show. 


including the 
LAWN, GARDEN & OUTDOOR LIVING DIVISION 


at the COLISEUM in NEW YORK 
Sept. 28 thru Oct. 2 


for the trade only 


Join the more than 40,000 buyers who annually make their 
pilgrimage to the merchandising Mecca for hardware, 
housewares and allied items ... lawn, garden and outdoor 
living products. See tomorrow's products and packaging 

... learn about the promotions and profit-offerings of more 
than 1,000 manufacturers. Plan now to go to the show 

all buyers know... the most complete and diversified trade 
show in America. Fill out and mail the coupon today for 
your free badge of admission. 


— ae ame cee eee cm see mee meee em RR Oe 
NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


| 
| 
| NAME TITLE 
1 FIRM 
1 STREET 
CITY STATE 
| 
i 














TYPE OF BUSINESS 


Please check below the classification of your business. 
Wholesaler | Retailer | | Dept. & Chain Store Buyer 





Executive Offices: 331 Madison Avenu Importer-Exporter Mfgrs: Agent Manufacturer | Other 
New York 17, N. ¥., MUrray Hill 2-4802 Please send us your hotel reservation blank. 
he 


ue que Gus Ge Gee Ges Ge Ge ee ee oe es 


Minors under 18 yrs. of age will not be admitted under any circumstances. | 
meee ese eee ee eee ee ce ee ee ee ee ee ee 
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With this combination 
you’ve really got it made! 


NEW UNIVERSAL ‘% 
~ Jab-L-Top Chopper- 


~ Salad Maker 7 











COMPLETE COMBINATION [61 
ONLY $19.95 RETAIL 


ONE base...TWO heads... [eco 
. ee HEADS EASILY CHANGED 
3 cutters, 5 cones included WEEE | Switch from chopper to salad 


| maker (or vice versa) in an in- 
Good news for every housewife, good ween none eon 
news for you! The new UNIVERSAL - SEY Sarr eevee 
— cg go is gleaming white enamel. 
Tab-L-Top Chopper-Salad Maker has a 
thousand kitchen uses. Priced right, it’s 
a sales natural—and a profit-builder for ) i 
you! Get ALL the facts today from your ial @ . we 
UNIVERSAL Distributor. \/@ HANDLE SNAPS ON, OFF 
Another convenience feature that 
NOTE: You can sell the Tab-L-Top | : r\ a simpler operation (and 
three ways. Salad Maker with 5 cones a a . 5. “erent al 
(No. 1602) $12.95 retail. Food chopper . , 
with three cutters (No. 1603) $9.95 retail. 
But the big sales are in the Combination 
(No. 1601), only $19.95 retail! 
7 OVER-SIZE SUCTION CUP 
NEW UNIVERSAL ‘ Holds base securely to work sur- 
; face. Has chrome lever -lift for 
2-IN-I| COMBINATION cuors « easy release. The 4” sq. base saves 
GRINDS © SLICES © GRATES © FLAKES © SHREDS © CHIPS © - counter and storage space. 
RICES © CRUSHES © CRUMBLES — and makes money! j 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. Stringer Slicer Shredder Chipper Grater 
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Serving a customer who “just needs a bolt” takes 
valuable selling time. Now you can make it easy 
for customers to serve themselves. Lamson’s 


H OW to attractive, flexible Bolt Trays—spotted at strategic 


locations in your store — do the job. They build im- 


Mm a ke bo Its pulse sales, help you sell other merchandise, too. 
Dp rod uce Dp rofits Lamson “Serve Yourself” Boit Tray 


with zinc-chromate plated — 


b W 
TOOL DEPARTMENT Wy / Re 
When acustomer buys tools,the 
Bolt Tray reminds him to pick 
up bolts for needed repair jobs. 
Helps build trafficin department. LITRY ; 
ul 


aaa 
7 














Ee 


CHECK-OUT COUNTER 
Remind customers to buy bolts 
by placing a “Serve Yourself” 
Bolt Tray near the cash register 
or on check-out counter. 








HOUSEWARES DEPART- 
MENT — This compact floor 
unit,containing four BoltTrays, 
gives you a complete bolt de- 
partment in minimum floor 
space. Helps sell related house- >. _ it 
wares items. ~ Hi] 


Za 

All bolts plated for eye appeal. Nuts included. Choose the 
type of bolts your customers ask for most often...machine, 
carriage, lag, stove, cap screws. Refills available from 
stock. Ask your Lamson Distributor for full information. 
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4 LAMSON & ‘SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 


Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
Want more facts? Circle 119, p. 55 
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UFKIN 


white clad 


Banner Tape has 


16"center markings 


PERFECT FOR 
BUILDING TRADES 


NOW ... with its special 16” centers 
for standard stud spacing . . . the new 
Lufkin White Clad Banner Tape will 
be the first choice of artisans in every 
building trade. Homeowners, too, will 
appreciate this feature. 

Other quality features of the Banner 


—s a 


include: vinyl case, double-roller 
throat, folding end hook that measures 
from “zero”. And, of course, the 
black markings on gleaming white 
line...as well as the new-style drum 
and folding rewind handle. Order 
from your wholesaler today. 


f 
|| Oe ere ae swdasiry “Power 


Want more facts? Circle 120, p. 55 
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SAGINAW. MICH. + MIDOLETOWN. N.Y. ¢ BARRIE. ONT 


Want more facts? Circle 120, p. 55 
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how to get fast service 
on your bolt needs 


Just dial your Sheffield Distributor. You'll get quick delivery 
on bolt orders of any size — for any of thousands of standard 
and special bolts. 


The Sheffield line is the FULL LINE of bolts. And Sheffield’s 
bolt plant is one of the world’s largest. It’s located to give you 


fast, dependable service on quality-controlled, precision-made 
bolt products. 


Successful selling tip: Make up assortments of most-used bolts 
in small sacks or bags, and watch your bolt business go boom- 
ing. For other selling ideas, and the right inventory of bolts 
for your trade, get in touch with your Sheffield Distributor. 


Bolt Makers Since 1888 


SHEFFIELD DIVISION 








ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division « The National Supply Company « Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation « Union Wire Rope Corporation « Southwest Steel Products 












































Want more facts? Circle 121, p. 55 
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Hardware Age 


feature articles 


Aug. 27, 1959 Vol. 184, No. § 


ur unusual design will lure 


lots of traffie... 


99 


Unique design of this new dealer’s highway 


store is repeated in interior where layout 


of sections by departments encourages sales. 


Traffic on busy Philadelphia St. in Egg Harbor, 
N. J., slows to a crawl when it passes Redwood Home 
Mart, southern New Jersey’s newest dealer. 

At first glance, the store is a startling sight to on- 
lookers who are used to the traditional hardware 
store. 

Gone is the flat roof line. Instead, there is a cathe- 
dral-like peak. 

Gone is the rectangular look of many new stores. 
Instead, roof and window lines are angled to give the 
building a look of spaciousness and motion. 

Gone are the straight narrow aisles of old stores. 


Instead, angled gondolas and unusual construction 
make the store into a series of separate little depart- 
ments. 

Gone are the traditional building materials and 
architecture. Instead, there are giant redwood beams, 
and interior and exterior redwood paneling. 

Inside and outside, this dealer’s store looks unique. 

Co-owners John Leek, Jr., and Charles Evangelist 
got the idea for this unique design from a New En- 
gland gift shop they visited in 1958. Then they 
checked their rough outlines with an architect, and 
found that they could build a similar structure at 


HARDWARE ACE, August 27, 1959 © 37 





‘Our unusual design will lure lots of traffic” 
(Continued) 


very little more in basic cost than the cost of a tradi- 
tional building. 

Mr. Evangelist got his hardware training as a sales- 
man for Supplee-Biddle-Steltz Co., Philadelphia whole- 
saler. Mr. Leek is a silent partner. 

The partners got R-Line Store Fixture Co. to de- 
sign fixtures and a floor plan compatible with the 
building design they had on paper. The resulting fix- 
tures are gondolas fitted with perforated paneling. 
Most of them have four or five wooden or glass shelves 
on either side. Glass is used for gifts and fancy house- 
wares lines. Wood is used for heavier hardware items. 


Wall units and sectional dividers stand five shelves 
high, with an open, 24 in. base area. All units have 
perforated backdrops. All are adjustable. All are 
color matched to the kind of merchandise they hold. 
Some gondolas used headers. Some of the units have 
open shelves, others have glass binning. 

The store uses modern diffused lighting and many 
spotlights for individual highlights on merchandise. 
The store is composed of many small interconnecting 
departments. These sections are staked off by the 
huge redwood beams that support the arched roof. 

The roof beams come down through the tiled floor 


Beams forming high arch separate various merchandise groupings in side wings. 
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All-glass front triangle design 
provides store with natural light. 


Roof support beams go through floor, are anchored in concrete footings. 


tm o 
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‘Our unusual design will lure lots of traffic’ 


(Continued ) 


at an angle of some 65 degrees. They are anchored 
in masonry footings. The store has no basement. 
Paint, tool, shelf hardware, sporting goods, house- 
wares, and lawn and garden sections are paced off by 
the roof beams. 

The 3400 sq ft store area is devoted almost entirely 
to displays. Few items are kept in the tiny stockroom. 
The concept of mass-merchandising lines on open dis- 
plays is fully implemented here. 

Proprietor Evangelist said, “you can’t make sales 
from a stockroom. Merchandise should be out front 
where we can watch the rate of sale, and where cus- 
tomers will be impressed with full displays. 

“A modern store,” Mr. Evangelist continued, “ap- 
peals to the modern mind. We feel our unusual design 


will lure a lot of new trade, curious to see if the in- 
side of our store is as modern as the outside. 

“Once we get these customers inside the store, I’m 
sure our depth of stock and diverse selections will 
clinch sales. I think we have a store that is organized 
well enough to make most new customers repeat cus- 
tomers. No matter what they ask for, we either have 
it or will get it for them promptly. 

“If customers want to serve themselves, a surpris- 
ing number wants to, they can in our display setup. 
Or, we'll give them all of the sales help and advice 
they want. We have night hours and we are open a 
few hours on Sunday, just to make sure that everyone 
gets a chance to shop in our store,’ Mr. Evangelist 
concluded. @ End 


Glass bins and price marking make plumbing a self service line. 
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End-to-end gondolas make impressive housewares centerpiece. 
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How to get a profit from every 


department in your store 


Management and bookkeeping methods keep profits rolling in. You can apply 


profit methods to your store. Here is how a dealer uses a department set up 


mi 


ls each department making money?" asks president John 
A. Warren (left) as he checks the books 
with firm's accountant. 


How would you like to know what departments in 
your store are making money for you? How would 
you like to know which departments have too much 
stock? How would you like to know which sections 
are running up too much expense? 

John A. Warren knows the answers to these ques- 
tions for his hardware store in Eugene, Ore. Mr. 
Warren can pin point what is going on in every sec- 
tion of his store. He has departmentalized manage- 
ment. There is a buyer-manager responsible for each 
department. Each month Mr. Warren gets a financial 
statement by departments so he can check up on 
profits. 

Departmental management was set up when Mr. War- 
ren took over a going hardware store. He attributes 
much of the success of his store to departmental 
management. 

Mr. Warren classified his store under the five de- 
partments: 

General hardware; 

Power tools; 

Builders’ hardware; 

Sporting goods; 

Hunting and fishing. 

Next. he acquired two cash registers, one for each 
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An important department 
in making a profit 


A modern store front for 
a store with modern management ideas 


wrapping counter at opposite 
sides of the store. The registers 
classify each transaction accord- 
ing to departments, and recording 
the person who made the sale. 

Totals for each department are 
computed at the end of each day. 

The registers cost $3,000 each 
and have been more than worth 
the investment, Mr. Warren 
states. 

The five departments are also 
set up on the books as though 
each was a separate and indepen- 
dent enterprise. Each department 
is charged with its share of over- 
head expenses based on _ floor 
space occupied, and each depart- 
ment is required to show an oper- 
ating profit. 

In addition, each department is 
set up with one man as buyer and 
manager. 

Each buyer-manager is directly 
responsible for all buying and 


selling policies. Each buyer-man- 
ager must justify his department’s 
existence to Mr. Warren. 

“As far as I’m concerned, this 
is the only method by which I can 
tell positively that a department is 
earning its share of store floor 
space,” says Mr. Warren. 

“It does us no good to know just 
that we are not making as much 


money as we should be making if I 
cannot put my finger on the depart- 
ment that is holding us back. 

“We recently discontinued house- 
wares, for instance, after sweating 
it out for nearly two years without 
satisfactory returns. We tried to 
make it go, but apparently our 
price competition had its effect, and 
I will not carry merchandise on 
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How to get a profit from 


every department in your store 


(Continued ) 


which the store cannot make a legitimate profit. 

“We are now having some trouble of the same sort 
in small appliances, but every other department of 
the store is making money.” 

Mr. Warren keeps close check by having the firm’s 
accountant make up monthly financial statements for 
“ach of the five departments. 

Inventory is taken twice a year. The monthly 
status of the inventory in each department can be 
checked by purchases and sales. 

The financial position of each department is re- 
viewed at a monthly meeting of the five department 
managers with Mr. Warren. 

If any department is out of line in any respect, the 
manager is expected to account for it and to take 
steps to improve the condition. 
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You see the reason for profit 
potential in the gun department 


Likewise, each manager is expected to keep his 
inventory and buying under control. Mr. Warren sets 
certain limits on inventory and if the department 
exceeds those limits as indicated by purchases and 
sales, the manager is cut off from further buying 
until his stock is brought back to the required level. 
Inventory in the store as a whole runs about $150,000 
at cost. 

Sales at John Warren Hardware are weighted 
heavily in favor of the builders’ hardware depart- 
ment. This department accounts for 60 percent of 
total store volume, much of it in large volume sales 
for contract bid work. 

Of the four other departments, sporting goods 
account for 20 percent of total store volume, hunting 
and fishing for 7 percent, power tools for 6 percent, 
and general hardware for 7 percent. @ ind 








Ads are seed growth 








This is the 





Pie, 





Which comes first, more advertising or 
more sales? Here is a dealer who took 
a chance on more ads first, and sales 


increases moved him to a bigger store 


for a bigger 


big, modern store that advertising built. 





store 


Which comes first, more advertising or more sales? 

Do you have to make sales to be able to afford ad- 
vertising, or do you take a chance and advertise first, 
hoping to recoup your ad investment and build a kitty 
for more ads? 

Dick’s Hardware and Tool Crib, Peoria, Ill., started 
small, with a mere 600 sq ft store in Peoria. Owner 
R. W. (Dick) Powers didn’t wait for sales to grow 
before he advertised. Mr. Powers feels that you should 
advertise first, and build sales as a result of ads. 

Also, Mr. Powers is sure of the value of humor in 
advertising. His promotions, from smallest classifieds 
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Ads are seed for growth for a bigger store 


(Continued ) 


to big display ads, have always contained a rich vein 
of humor. 

Advertising and humor have paid off handsomely. 

The classified ads were not run primarily to sell 
merchandise but to attract attention to the store. The 
most comical parts of the ads are usually in the be- 
ginning, but the whimsical manner often continues 
throughout. 

An introduction to an average ad was “The White 
Sox are changing their name to Nylon’s so they can 
get more runs.” 

Another ad was worded “A fella came into Dick’s 
the other day and said he hadn’t had a bite for days— 
so Dick bit him. Carload sale of post holes in assorted 
sizes.” 


Ad forced expansion 


Still another: “Tremendous sale of 11 ft poles for 
people who wouldn’t touch anything with a 10 ft pole.” 

These ads pyramided sales until the small original 
store was bulging at the seams for lack of room. Mr. 
Powers then built a new store at his present location. 
This store is away from downtown, in fact, it is not 
within the city limits. The store is 40 x 80 ft. 

Mr. Powers designed the building himself with the 
wid of an architect. The walls are of concrete block. 
The roof is of metal truss construction with a metal 
ceiling. It has an asphalt tile floor and fluorescent 
lighting. 

The departure from a regular store front is a 
special feature. The front consists of two large glass 
doors of overhead garage type that roll up. In good 
weather, these doors are open and furnish natural 
light as well as giving the front an attractive ap- 
pearance. This unusual store front is a silent invita- 
tion for people to enter. It also makes possible an 
adjoining exterior display space of 60 x 20 ft where 
displays of various kinds attract passersby. 

There is space adjoining the store where 15 cars 
may park. An additional space of 60 x 125 ft is avail- 
able for further building. A large sign in front of the 
store identifies the store and its paint department. 

Each department or section of the store is marked 
by an identification sign so it can be easily found by 
customers. 

A-special feature is a radio with five loud speakers 
in various parts of the store. Announcements or music 
“an be played at any time. 

The store handles just about everything customers 
expect in the small hardware line. The great increase 
in space allowed the installation of a new boating 
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equipment section, mostly hardware and accessories. 

Garden supplies were greatly expanded in the new 
setup. 

“Where we used to sell fertilizers by the 100 pounds, 
we now sell it in tons,” says Mr. Powers. “Just about 
all garden supplies, including peat moss, sprays, in- 
secticides, grass and other seeds have shown a good 
increase.” 

Another item which has had a sizeable increase in 
sales and which had to have more space is paint. 

“We ordinarily handled three brands of paint,” 
says Mr. Powers, “but finally cut down to one brand.” 

The removal from the old to the new store was grad- 
ual and extended from October to April, 1959. With 
everything settled, a three-day grand opening was 
held May 30, 31, and June 1. 

Mr. Powers had never used display advertising 
in the smaller store, but for the opening he tested a 
34-page ad. This ad followed the humorous pattern 
of the first classified ads. It was a smashing success, 
for many reasons. 

The display ad played up the rental department. It 
listed 43 items for rental with prices. 


Rentals? More than 100 items 

“This is not nearly all the items we rent,” says Mr. 
Powers. 

“We rent around a hundred items and the number 
is growing all the time. If we have it in stock, we 
will rent it, no matter what it is. If we don’t have it, 
sometimes we go out and buy it. For instance, we had 
two or three calls for a sod cutter, which we did not 
have. So we bought one. It has been in use a great 
deal since. 

“Our rental plan extends to some of the large power 
tools. We carry many spare parts for those do-it-your- 
self fans who own such tools. If we do not have a 
small part in stock, we try to make it here. 

“Most dealers rent for profit. Our primary purpose 
in renting is to bring customers into our store. As a 
matter of fact, it has worked both ways for us. Our 
whole rental program was devised as a mouth-to-mouth 
advertising proposition, which is the best possible type 
of advertising. 

“While we started as a neighborhood hardware 
store, on account of our rentals we now attract cus- 
tomers from several miles away. Our prices for rentals 
are lower than many other dealers but they are bring- 
ing in a lot of customers that we ordinarily would not 
get.” 

A special feature of first big ad was the offer of a 














Triple threat in hardware promo- 
tion: Rentals, sale prices, humor. 


free rosebush with every $5 purchase or rental during 
the opening. These were two and three year old bushes 
ordinarily selling for $2. 

The greatest feature of the ad was a half-price offer. 

The ad stated: ‘“‘We’ve got an ol’ alarm clock that 
can’t tell time but likes to ring at embarrassing mo- 
ments. You get the merchandise that you have selected 
at half price if a salesman is waiting on you when the 
crazy clock rings.” 

The clock was arranged to ring two or three times 
a day. Each one of the seven salesmen employed for 
the opening had one or more customers who profited 
by the clock. The real payoff was a woman customer 
who had selected $22 worth of paint which was al- 
ready priced low as a special. She received her pur- 
chase for $11. 

In addition to the big newspaper ad, the opening 
was announced by two 20-second radio spots and three 
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one-minute television spots. These followed the light- 
hearted pattern of the classified and grand opening 
ads. 

Further publicity was given to Dick’s successful 
promotion when the Peoria Journal Star had a large 
ad reproducing a letter from Mr. Powers, praising the 
favorable result of his first display ad. 

“We have decided to give display advertising 
further trials. We promoted a Fourth of July sale 
with another big ad, and if business continues to keep 
up we will likely go to display advertising exclusively,” 
Mr. Powers said. 

“We are still experimenting and still learning. One 
thing we have found out, nothing comes out exactly as 
planned. We have to make changes from day to day, 
week to week, month to month. We have to change 
with the trends or go out of business,” Mr. Powers 
concluded. @ End 
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That's Mrs. S. J. Dean 
mixing a batch of 
paint for a customer. 
She runs the store 
since Mr. Dean died 
recently. 


How dealer’s wife took over a neglected paint department and made 


it the key section for traffic and sales through personal service 


Paint selling is not necessarily a man’s job. This 
has been proved by Mrs. S. J. Dean, of the S. J. Dean 
Hardware, Phoenix, Ariz. 

The paint department is a leader in the store, and 
its development has been entirely due to Mrs. Dean’s 
efforts. 

“When we started in the hardware business, about 
nine years ago, my late husband took little interest 
in the sale of paints, and stocked only a small supply 
of basic colors,” Mrs. Dean said. 

“I liked paint, though,” she continued, “and I 
thought there were good possibilities in the color 
field. Because he didn’t want to be bothered with 
paints, Mr. Dean suggested that I take charge of the 
paint department. Since then I have done all the 
buying and merchandising for the department.” 

In the beginning there was not much room for 
paints, for the entire store was only 25 by 35 feet in 
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size. The business has grown steadily. Five years 
ago the Deans moved into a new 35 by 70 foot build- 
ing a few doors from the former location. 

The paint department is in a rear corner, where it 
can be seen from all parts of the store. Customers 
have to go through other departments to reach it, so 
the paint traffic helps sales in other departments. 

“T have developed quite a reputation for color mix- 
ing and matching,’’ Mrs. Dean says. “This leads to 
many extra sales of paint. Just recently, for in- 
stance, one woman came back and bought paint for 
the entire interior of her home, because of a small 
amount of paint I took the trouble to mix to match 
a patched wall.” 

Here are some of Mrs. Dean’s tips on selling paint 
which have been helpful: 


(1) Gain the confidence of women customers, for 
they buy more paint than men. 
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Dean Hardware gets tratti: 


(2) Sell quality paints that you can recommend 
with confidence. 


*) 


(3) Steer clear of cut price sales on lines you 
regularly stock, for once a woman buys your brand 
at a reduced price she will reluctantly pay the full 
price thereafter. 


(4) Specialize in color mixing, and do it right, 
regardless of the amount of paint involved or the 
time required. The immediate sale may not show a 
profit, but your efforts will build good will, and small 
sales will lead to larger ones. 

(5) Stock a complete line of accessories, and don’t 
forget to inquire whether the purchaser of paint has 
everything needed to get the job done. 


(6) Have plenty of charts, booklets, and color 
chips to aid customers in selecting colors and com- 
binations. Let them make their own selections unless 
they ask for help. Even then, don’t be too insistent 
with your suggestions. 

Interior paints make up the greater part of Mrs. 
Dean’s sales. She has studied the uses of these care- 
fully, and can advise the customer how to obtain best 
results. 








from two main highways. Big neon sign can be seen qg long way. 


Mrs. Dean now has the responsibility for the rest 
of the store, as well as the paint department, for 
Mr. Dean died recently. 

A strict one-price policy is the rule. Paint volume 
comes almost entirely from home owners, for no price 
concessions are made to contractors. 

Neither are there any cut price sales. A lower 
priced competitive grade paint is stocked, but the 
bulk of the volume is in the quality brands. 

The Dean store is on one main trafficway, and just 
off another, so its drive-in potential is high. Little 
advertising is done, but store traffic is brisk. 

Besides the excellent location that makes it handy 
to thousands of home owners, a post office sub-station 
operated in the store is a good traffic builder. 

Not all visitors to the post office buy hardware or 
paints, but they are at least exposed to the store’s 
well arranged displays. 

“We give a great deal of thought to the arrange- 
ment of our displays,” Mrs. Dean says. “If we can 
get people in the store, even if they only come to buy 
a stamp, we feel there is an even chance that reminder 
displays of paint or other merchandise will spark a 
sale which was not planned.” @ End 
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2nd Annual Midwest Hardware & Housewares Show 
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Plan your Midwest Show visit 


You'll get more done at this show if you map your 


schedule in advance. Here is a show fact-sheet to help 


vou plan ahead now for a more profitable visit. 


annual Midwest 
Hardware and Housewares Show 
runs Sept. 13-16 at Chicago’s Navy 
Pier. The first Midwest Show last 
vear replaced the individual state 
shows of four retail hardware as- 
sociations: Indiana, Illinois, Michi- 
gan, and Wisconsin. 


The second 


One of the new ideas tested at 
the show last year will be repeated 
this year, to give dealers and sup- 
pliers a chance to work together 
more closely. Several midwestern 
wholesalers will have conference 
booths set up as meeting places 
with dealers. Other wholesalers will 
have buying teams at Chicago. 

Many wholesaler salesmen will 
help dealers shop the show, writing 
orders from the several hundred 
exhibitors in Pier’s north 
hall. 

Attendance is expected to top 
last year, with dealers registered 
from far southern and western 
states, according to Walter Bocher, 
show manager. 

There will be a lot of ground to 
cover for dealers at the busy four- 
day event. Hardware, lawn and gar- 
den, paint, housewares, giftwares, 
and sporting goods lines will be 
well represented. 

Among the wisest and busiest 
dealers will be those who shop the 


Navy 
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items in every booth, including 
lines they don’t normally stock. 
Smart dealers keep their eyes open 
to new ideas and new promotions, 
and they’ll buy when a good thing 
comes along. Dealers who _ skip 
booths out of habit may also be 
skipping the item of the year. 


It’s always a good idea for deal- 
ers to note exhibit hours and facts 
in planning their show visits. These 
notes help dealers schedule their 
time, and often will save valuable 
lost time. Here are details about 
the Midwest Show for your note- 
book. @ End 


Summary of the Midwest Show 


Place: North Hall, Chicago’s Navy Pier. 
Official show headquarters: Hotel Morrison: 
Dates, hours: Sunday, Sept. 13, 12 noon-6 p.m. 
Monday, Sept. 14, 10 a.m.-6 p.m. 
Tuesday, Sept. 15, 10 a.m.-6 p.m. 
Wednesday, Sept. 16, 10 a.m.-6 p.m. 
Accommodations: Hotels Congress, Sheraton, Allerton hold- 
ing special rooms for dealers. 
Special events: Central States Hardware Club dinner, Sept. 
14, La Salle Hotel. 
Ladies’ luncheon and style show, prizes, Sept. 
15, Furniture Mart. 
Two-day package show trip: Hotel, tours, 
dining, night club.* 


Advance registration: Write to Walter 


Jocher, 1451 Mer- 


chandise Mart Plaza, Chicago 54. 


pecial includes tw 


/-course dinner the tirst night, and an evening 


» second night. Total cost is $19.95 per person. 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 55, and mail. 


Here is a quick Check List of items described in the following pages 


HARDWARE AGE BUYING CHECK LIST 


[] Radial arm saw with 7 speeds | Fastening system tool set 
Fruit and vegetable caddy | Display unit for cake pans 
|] Self-wringing sponge mop | Hose nozzle with new control 
| Power lawn mower starter | Contact bonding adhesive 
Repackaged paint brushes | Convertible jet pump line 
| Lightweight shelf units | Low-cost home fire alarm 
] Small rack for nylon cord | 16 qt pressure canner unit 
|] Two tape deal assortments 1960 power chain saw line 
| Tap, die, drill promotions Holiday gift-boxed hammers 
-] Redesigned toilet seats Repackaged lockset line 
[] Can opener-clock-timer unit Home paper cup dispenser 
| 15-piece punch bowl set Utility rope display units 
] Self-sticking thermometers | U ground receptacle device 
Two door and drawer pulls | Ceramic coffee percolators 
Sabre saw blade display Heavy-duty snow remover 
Stainless ice cream spoons | Automatic baby food warmer 
Strip-off tweezer package Fastening tool special 
Water weed controllers 4 hp bench grinder unit 
Low-priced hand staple gun 
| Shower mat merchandiser Cocktail-dessert glasses 
Shoe polisher-buffer sale Electric refinishing kit 
Guide for light spinning rod Interior door closer unit 
Two 5 hp chain saw models | Iluminated residence sign 
| Christmas tool promotion 
] Aluminum electric griddle 
-] 17 engine tools in pouch 
| All-purpose shelf brackets 
| Children's building set 
Shock-resistant flashlight 
_] Compact centrifugal pumps 
Wall-mounting hose reel | Open bulk nail counters 


| Mluminated sign kit 
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2nd Annual Midwest Hardware & Housewares Show 





Plan your Midwest Show visit 


You'll get more done at this show if you map your 


schedule in advance. Here is a show fact-sheet to help 


you plan ahead now for a more profitable visit. 


annual Midwest 
Hardware and Housewares Show 
runs Sept. 13-16 at Chicago’s Navy 
Pier. The first Midwest Show last 
vear replaced the individual state 
shows of four retail hardware as- 
sociations: Indiana, Illinois, Michi- 
gan, and Wisconsin. 

One of the new ideas tested at 
the show last year will be repeated 
this year, to give dealers and sup- 
pliers a chance to work together 


The second 


more closely. Several midwestern 
wholesalers will have conference 
booths set up as meeting places 
with dealers. Other wholesalers will 
have buying teams at Chicago. 

Many wholesaler salesmen will 
help dealers shop the show, writing 
orders from the several hundred 
exhibitors in Navy Pier’s north 
hall. 

Attendance is expected to top 
last year, with dealers registered 
from far southern and _ western 
states, according to Walter Bocher, 
show manager. 

There will be a lot of ground to 
cover for dealers at the busy four- 
day event. Hardware, lawn and gar- 
den, paint, housewares, giftwares, 
and sporting goods lines will be 
well represented. 

Among the wisest and busiest 
dealers will be those who shop the 
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items in every booth, including 
lines they don’t normally stock. 
Smart dealers keep their eyes open 
to new ideas and new promotions, 
and they’ll buy when a good thing 
comes along. Dealers who _ skip 
booths out of habit may also be 
skipping the item of the year. 


It’s always a good idea for deal- 
ers to note exhibit hours and facts 
in planning their show visits. These 
notes help dealers schedule their 
time, and often will save valuable 
lost time. Here are details about 
the Midwest Show for your note- 
book. @ End 


Summary of the Midwest Show 


Place: North Hall, Chicago’s Navy Pier. 

Official show headquarters: Hotel Morrison: 

Dates, hours: Sunday, Sept. 138, 12 noon-6 p.m. 
Monday, Sept. 14, 10 a.m.-6 p.m. 
Tuesday, Sept. 15, 10 a.m.-6 p.m. 
Wednesday, Sept. 16, 10 a.m.-6 p.m. 


Accommodations: Hotels Congress, Sheraton, Allerton hold- 
ing special rooms for dealers. 


Special events: Central States Hardware Club dinner, Sept. 
14, La Salle Hotel. 
Ladies’ luncheon and style show, prizes, Sept. 
15, Furniture Mart. 
Two-day package show trip: Hotel, tours, 
dining, night club.* 


Advance registration: Write to Walter 


Jocher, 1451 Mer- 


chandise Mart Plaza, Chicago 54. 


* 7 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 55, and mail. 


Here is a quick Check List of items described in the following pages 


[) Radial arm saw with 7 speeds 
[] Fruit and vegetable caddy 
| Self-wringing sponge mop 
[] Power lawn mower starter 
Repackaged paint brushes 
[| Lightweight shelf units 
| Small rack for nylon cord 
[|] Two tape deal assortments 
| Tap, die, drill promotions 
| Redesigned toilet seats 
[] Can opener-clock-timer unit 
15-piece punch bowl set 
| Self-sticking thermometers 
Two door and drawer pulls 
Sabre saw blade display 
Stainless ice cream spoons 
| Strip-off tweezer package 
Water weed controllers 


) Shower mat merchandiser 
| Shoe polisher-buffer sale 
Guide for light spinning rod 
| Two 5 hp chain saw models 
[} Deluxe electric roaster oven 
_) Aluminum electric griddle 
-] 17 engine tools in pouch 
| All-purpose shelf brackets 
| Children's building set 
| Shock-resistant flashlight 
Compact centrifugal pumps 
| Wall-mounting hose reel 


| Fastening system tool set 

| Display unit for cake pans 

|] Hose nozzle with new control 
| Contact bonding adhesive 


Convertible jet pump line 


| Low-cost home fire alarm 
| 16 qt pressure canner unit 


1960 power chain saw line 
Holiday gift-boxed hammers 


| Repackaged lockset line 


Home paper cup dispenser 
Utility rope display units 

U ground receptacle device 
Ceramic coffee percolators 
Heavy-duty snow remover 
Automatic baby food warmer 
Fastening tool special 

4 hp bench grinder unit 
Low-priced hand staple gun 
Cocktail-dessert glasses 
Electric refinishing kit 
Interior door closer unit 


| Iluminated residence sign 
| Christmas tool promotion 


NEW EQUIPMENT FOR STORE AND WAREHOUSE 


| Self-inking price marker 
| Paint color mixing machine 
| Mass-merchandising unit 
| Side transfer warehouse unit 
| Open bulk nail counters 
| Iluminated sign kit 


HARDWARE AGE BUYING CHECK LIST 
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BUYING CHECK LIST 


Item 1 
Radial arm saw with 7 speeds 


This new radial arm saw from 
Yuba offers five special features: 


controls in front for one-hand op- 
eration; range of 7 speeds; solid, 
one-piece sliding table with fixed 
fence; blades can be used on either 
end of the arbor to give table ca- 
pacity for miter cuts; cord that 
automatically coils out of sight and 
out of danger. Called the Saw- 
Smith, this unit joins the Shop- 
Smith for the homeworkshop mar- 
ket. SawSmith lists for $239. Yuba 
Power Products, Inc., Dept. HA, 
800 Evans St., Cincinnati 4, Ohio. 


Item 2 
Fruit and vegetable caddy 

Here is a fruit and vegetable 
caddy that has three removable 
vinyl-coated baskets. Artistie 
Wire’s No. 126-V caddy fits into a 
19 x 1344 x 8 in. closet or pantry 
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space. It’s portable and has a 
carrying handle. Household clean- 
ing supplies can also be stored in 
the unit. It retails for $3.79 and 
comes packed six to a shipping car- 
ton. Artistic Wire Products Co., 
Dept. HA, East Hampton, Conn. 


Item 3 

Self-wringing sponge mop 
Bissell’s Sponge Master mop has 

a diamond-shaped sponge head 

that provides two mopping sur- 

This shape fits into corners 

and stays flat under furniture. A 


faces. 


self-wringing device in the handle 
squeezes the sponge almost dry and 
eliminates dripping water. It has 
a rustproof chrome-plated squeez- 
ing head and its cellulose sponges 
come in three colors. The mop re- 
tails for $3.95, $1.29 for refills and 
89¢ for a deep nap mohair Wax 
Master that snaps on over the 
mophead. Bissell, Inc., Dept. HA, 
Grand Rapids, Mich. 


Item 4 
Power lawn mower starter 

You can make tie-in sales on 
gasoline - powered lawn mowers 
with this improved Speedy Starter 
for 1960. clippings and 
debris can’t get into the flywheel 
of this lower and broader model. 
Single lever control is featured on 
the unit that adapts to engines up 
to 44% hp. Three and one-half 
turns of the handle loads the 


Grass 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


spring. It retails for $9.98. J. M. 
Dovorany Sales Corp., Dept. HA, 
Racine, Wis. 


Item 5 
Repackaged paint brushes 
Flip-Lok packaging on Wooster 
paint brushes allows easy inspec- 
tion of the brush. The package is 
squeezed, top flap pops open and 
the brush slides out. No adhesives 
are needed to reseal the package. 
Package contains price, size and 


identification on the front 
and care instructions on the back. 
Wooster Brush Co., Dept. HA, 
Wooster, Ohio. 


style 


Item 6 

Lightweight shelf units 
Republie’s Stacking Shelves of 

new polypropylene are lightweight 

and have a permanent high luster 

finish. They are handy for holding 

books, linens, canned goods, tools 





ITEM NUMBER ON FREE POSTCARD, P. 55 


Or nursery supplies. Each shelf 
unit is 18% x 934 x 113% in. high. 
The feet of one unit fit into recess 
on top of another and they can be 
stacked as high as desired. They 
come in brown, green and yellow. 
Two units with top cover retail for 
$9.95 (Pack No. 226), and three 


units with top cover are $13.95 
(Pack No. 227). Republic Molding 
Corp., Dept. HA, 6465 N. Avondale 
Ave., Chicago 31, Ill. 


Item 7 
Small rack for nylon cord 

This rack takes up less than % 
sq ft of space to display four spools 
of 100 per cent nylon braided cord. 


Graham’s new metal rack is 17 in. 
high and comes free of charge 
with an order for four or more 
Complete line of 
refills in open stock for cords used 
in venetian blinds, awnings, buoys 
and so on. John H. Graham & Co., 
Dept. HA, 105 Duane St., New 
York 8, N. Y. 


spools of cord. 


Item 8 
Two tape deal assortments 

Two pre-packed wire rack assort- 
ments of LePage’s tapes are avail- 
able. Deal 7021, shown, includes 
eight 29¢ rolls each of plastic- 
coated Cloth Tape in five colors, 
34 x 108 in.; four 59¢ rolls, 1% x 
100 in., of each color. Deal in- 
cludes a metal rack 18% x 20 x 
74% in. Deal 7129 features 16 rolls 
of % in. x 150 in. tape for 39¢ 


each and twelve 75¢ rolls of *4 in. 
x 240 in. tape. LePage Inc., Dept. 
HA, Metuchen, N. J. 


Item 9 
Tap, die, drill promotions 

Two Christmas promotions are 
available for Hanson Speed Steel 
Drill Sets and Ace tap and die 
sets. No. CP 113 features four No. 
113 sets of 13 high speed steel 
drills from 1/16 in. to 4% in. ina 
case. Sets come with Christmas 
motif wrappers and a display for 
$14.95 and retails for $25. No. 


CP 614 features the No. 614 Ace 
Super-Set of taps and dies that 
contains 39 taps, dies and related 
tools in a polyethylene case. Comes 
with free holiday inserts and costs 
$16.77, with a_ retail price of 
$27.95. Henry L. Hanson Co., 
Dept. HA, 25 Union St., Worces- 
ter, Mass. 


Item 10 
Redesigned toilet seats 

Puritan 400 Citation toilet seats 
have a new contour style and are 


molded of Mahoganite. Bar hinges 
in the new seat are of Hercules 
Pro-Fax polypropylene. They won't 
corrode and are resilient. These 
seats come in six colors. Six in- 
dividually packed units come in a 
master carton. Century Products, 
Dept. HA, 3510 

Cleveland 13, Ohio. 


Chatham Ave., 


Item 11 
Can opener-clock-timer unit 

An automatic electric can 
opener, an electric clock, and an 


interval timer are combined in the 
Can-O-Matic Aristocrat unit. The 
can opener grips, pierces and opens 
cans in three seconds while a mag- 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 55 


net removes and holds the lid. The 
alloy steel cutting wheel is easily 
removable. Easy-to-read numerals 
are featured in the clock and the 
signal timer measures intervals up 
to one hour. The unit is 8 in. high 
and gains 1% in. when concealed 
retractable legs are used in open- 
ing 46 oz cans. It retails for 
$34.95, including federal tax. Rival 
Mfg. Co., Dept. HA, 36th and Ben- 
nington, Kansas City 29, Mo. 


Item 12 

15-piece punch bowl set 
Budget-minded homemakers will 

be interested in this 15-piece crys- 

tal Swirl punch bowl set. The 


Colonial-style crystal set comes 


with a 41% qt bowl, base, a dozen 
5-0oZ cups with hook handles and a 
clear plastic ladle. The set sells for 
$3.98. Hazel-Atlas Glass Div., Con- 
tinental Can Co., Dept. HA, Wheel- 


ing, W. Va. 


Item 13 
Self-sticking thermometers 
These new Marglo thermometers 
have a pressure sensitive adhesive 
backing to mount them on any 
smooth surface The plastic units, 
called Tempstix, come in a series 
of designs to fit any room in the 
house. They are packed two to a 
plastic bag at 69¢ per package. 
Each Tempstix is 2!4 x 6 in. There 
are 36 bags to a box which can 
be converted to a counter or panel 
display (shown) measuring 1354 
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in. wide by 10% in. high by 4 in. 
deep. Marglo, Inc., Dept. HA, New 


Britain, Conn. 


Item 14 
Two door and drawer pulls 


Two new pulls for doors and 
drawers on cabinets and furniture 
have been added to the Engineered 
Products line. They are machined 
from solid brass and solid alumi- 
num in three sizes. The 
model is lacquered. The aluminum 


brass 


pull is anodized and available in 
other colors. Engineered Products 
Co., Dept. HA, Box 118, Flint, 
Mich. 


Item 15 
Sabre saw blade display 

Only the best selling blades are 
included on this free all ’round dis- 
play for Stanley sabre saw blades. 
Illustrations of 21 different blades 
are on the face of the display 
which has pockets to hold 40 indi- 
vidually carded blades. Blades fit 


SABRE SAW BLADES 


fit MOST SABRE Saws 
he ae a 


most sabre saws. H79 display with 
blades to retail at $35.80. Dealer 
price $25.06. Stanley Electric 
Tools Div., Stanley Works, Dept. 
HA, 195 Lake St., New Britain, 
Conn. 


Item 16 
Stainless ice cream spoons 


Here is a set of four stainless 
steel ice cream spoons to sell for 


98: 


98¢ a set. The spoons are mounted 
on a pre-priced 4-color card punch- 
ed for display on perforated panel- 
ing. Ekco Products Co., Dept. HA, 
1949 N. Cicero Ave., Chicago 39, 
Ill. 


ltem 17 
Strip-off tweezer package 

Each tweezer in this 6-piece 
package is in a separate compart- 
ment that can be_ stripped off 
the display. The compartment then 
serves aS a permanent pouch for 
the purchased tweezer. Each pouch 
‘an be torn off as it is sold or sep- 
arated and displayed individually. 
Set contains two 7 in. soldering 
tweezers and two 4% in. utility 
models, a 4°, in. spade point 
tweezer for stamps, etec., and a 


(Continued on page 58) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath ail adver- 
tisements and with all items described in the Buying Check List. 


When you want more intormation on any of the items or ideas in the 
advertisements or in the Buying Check List, just circie the corresponding 
number on the Quick Check Postcard below, ond mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


This special Post Office Box address is f: buick Check Postcards 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


B® Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service 


Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 

Check List and under the advertisements. We will promptly 
forward your request to manutacturers and you will receive 


from them the latest information available 
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ANOTHER 
NEW 
PROFIT 


=———S/ MAKER 


THE ONE AND ONLY 
Fabulous No. 50 


LOCK-ON 


RUBBER CORD CONNECTOR 




















Patented in 


Underwriters’ listed 
15A-125V US and Canada 


AUTOMATICALLY 
LOCKS 


STANDARD CAP 


TO RELEASE CAP 
SIMPLY PRESS THE 2 BUTTONS 
AVOIDS POOR CONNECTIONS. 


Hardened lock-on spring firmly makes 
and holds good contact on both sides 
of the prong. UNBREAKABLE. Made of 
rubber it is unbreakable. CORD PRO- 
TECTION. Cord clamps hold the wire 
connection firmly. ATTRACTIVE. Attrac- 
tively made with black rubber and con- 
trasting white phenolic push buttons. 


QUICK SALES 
Mounted on an in- 
dividual sales card. 


FOR ADDED 
SALES AND 
PROFITS 
SHOW IT- 
STOCK IT- 
SELL IT- 
AT FULL PROFIT 


ORDER FROM YOUR 
WHOLESALER TODAY 


- 











Free #50 Catalog Sheet Available Upon Request 


“Perfection is not an Accident” 


EAGLE ELECTRIC 
MFG. CO., INC. 


LONG ISLAND CITY 1. NEW YORK 


Want more facts? Circle 123, p. 55 
58 ¢ HARDWARE AGE, August 27, 1959 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 55 


(Continued from page 54) 


blunt serrated point 5% in. style. 
Strip-Paks come two 6-piece packs 
to an envelope at $3.33 per set, re- 
tail. Coastal Abrasive & Tool Co., 
Dept. HA, 40-22 28rd St., Long 
Island City 1, N. Y. 


Item 18 
Water weed controllers 


Here are two new 2, 4-D granu- 
lar herbicides for controlling water 


Reren. Ce al 


CHE 


NQUA-KLEER ff 


THE GRANULAR 
Loo whe mu 
Oh COWTROLLAKG walle S88? 


weeds. Aqua-Kleer 10 is for home 
garden use and Aqua-Kleer 20 is 
for bulk use. Five pound cans of 
Aqua-Kleer 10 retail for $2.95 and 
a 50 lb bag of Aqua-Kleer 20 is 
$16.50. Amchem Products, Dept. 
HA, Ambler, Pa. 


Item 19 
Assorted reflective items 


Here’s an assortment of three 
reflective products for a_ unified 
counter display stand at no extra 
cost to you. The 3 M display as- 


sortment, S-102, is packed in single 
cartons for shipping and contains 
18 packages. Reflecto-Lite reflec- 
tive coating, Chromelite reflective 
trim and Scotchlite safety tape, all 


retailing for 98¢, are displayed on 
cards. Minnesota Mining and Mfg. 
Co., Dept. HA, 900 Bush Ave., St. 
Paul 6, Minn. 


Item 20 
Shower mat merchandiser 


Bath and shower mats are shown 
in a special counter merchandiser 
that Superior Rubber has available 
for five of its housewares items. 
The products are_ individually 
wrapped with colorful labeling. 
Each of the merchandisers comes 
with one product in assorted colors 
and is shipped packed, ready for 
setup and display. Appliance and 
utility mats, drainboard mats, 
toilet top and cosmetic trays and 


kitchen utility mats are available in 
these units. Superior Rubber Prod- 
ucts Co., Dept. HA, 418 W. Ontario 
St., Philadelphia, Pa. 








Item 21 


Shoe polisher-buffer sale 


Howard’s shoe polisher and hand 
buffer is included as an introduc- 


tory special with every electric 
Buff-ette hand polisher unit. The 
two units, regularly a $21.94 value, 
are now available for $19.95, the 
price of the Buff-ette only. Extra 
shoe brush refills are $1.99 each. 
The shoe shine brush snaps on and 
snaps off in seconds. Howard 
Housewares Div., La Pointe Indus- 
tries, Dept. HA, Rockville, Conn. 


Item 22 
Guide for light spinning rod 


Here is a line of Ultra Light 
guides for light fresh water spin- 


ning rods. The chrome-plated, 
stainless steel wire guides come in 
six sizes and can be used with 
standard Allan wire top. Allan 
Mfg. Co., Dept. HA, 325 Duffy 
Ave., Hicksville, N. Y. 


Item 23 

Two 5 hp chain saw models 
Two new Remington Arms chain 

Saws are gasoline gear driven 5 hp 

units. Model SL5-R, available in 

lengths up to 36 in., has a straight 











one dollar... 


every 15 seconds! 


IF IT HAS A THUMB 


RINSE-QUIK 


Standard replacement. 
Lighter, stronger, 
easier-to-use spray 
for rinsing. 


DISH-QUIK REPLACEMENT HOSES 
Deluxe replacement. For New, lighter, stronger. 
dishwashing and all- Vinyl! and nylon 
purpose use. Suds, reinforced with 
scrubs and universal con- 
rinses! nections. 


Marketed wiiturmly by the manufacturers of 
automatic spray-equipped kitchen faucets: 


2 


Want more facts? Circle 124, p. 55 
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bar and roller bearing nose guide. 
Model SL5-RP, a direct drive 
pinchless saw with a 14 in. capac- 
ity bow, has a guide to prevent 
pinching and binding in contact. 
Chain Saw Div., Remington Arms 
Co., Dept. HA, Bridgeport 2, Conn. 


Item 24 

Deluxe electric roaster oven 
Meals for 5 to 50 persons can be 

prepared in this Westinghouse de- 

luxe roaster oven. It is designed 


to bake, roast and, with an acces- 
sory, to broil, fry and toast any 
foods. There is a large dial heat 
control with a neon signal light 
above to show when current is on. 
Lists for $37.95. Westinghouse 
Rlectrie Corp., Dept. HA, 200 E. 
Fifth Ave., Mansfield, Ohio. 


Item 25 

Aluminum electric griddle 
Thermo-Ware’s submers-a-matic 

electric griddle has a Therm-o-trol 

probe control that can be set from 
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simmer to searing. A signal light 
goes on while heating and goes off 
when temperatures are set. The 
cast aluminum unit has a self-bast- 
ing cover, a Stay-Cool handle with 
cooking guide and is immersible. 
List price of $29.95 includes 12- 


: 
oe f 


page recipe cookbook. Therm-O- 
Ware Electric Corp., Div. of Frigid, 
Inc., Dept. HA, 869 Rockaway 
Parkway, Brooklyn 36, N. Y. 


Item 26 
17 engine tools in pouch 

Here’s a 17 pe engine tool kit 
that’s handy for repairs on motor- 
boats, cars, home appliances, tools 
and machinery. Vichek tools in- 
cluded in the flat plastic pouch 


are: four open end wrenches, a No. 
2 Phillips screw driver, a 4 in. 
screw driver, 6 in. combination 
plier, 9% in. water pump plier, 
spark plug wrench, 7 pe hex key 
wrench set and a pin punch. Vichek 
Tool Co., Dept. HA, 3001 E. 87th 
St., Cleveland 4, Ohio. 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 27 
All-purpose shelf brackets 

All size shelving in width and 
length can be accommodated with 
Little Champ shelf brackets. Stand- 
ard-Keil’s brackets can be used as 
shelf-supporting book ends, shelf 
supports only, in corners and on 
straight-plane walls. This all-pur- 
pose set of brackets comes in a 
skin-pack that illustrates uses and 
is pre-priced at 98¢ list per pair. 


The brackets come in satin gold 
finish. Standard-Keil Hardware 
Mfg. Co., Dept. HA, 2413 Atlantic 
A Ve., Brooklyn, N. | # 


Item 28 
Children's building set 

Children can build _ realistic 
bridges and buildings on a girder 
framework with this Kenner toy. 
The set contains plastic girders, 
braces, roadway sections and Ma- 
sonite foundation board. Bridges 


and buildings can be coordinated 
with toy train sets. Set is packed in 
a box containing over 500 parts, a 








ITEM NUMBER ON FREE POSTCARD, P. 55 


22-page colored, illustrated booklet 
and directions. Kenner Products 
Co., Dept. HA, 912 Sycamore St., 
Cincinnati 2, Ohio. 


Item 29 
Shock-resistant flashlight 

This Cordahide Shop Lite flash- 
light has a guarantee for free re- 
placement if the purchaser is dis- 
satisfied. It is a heavy duty, shock- 
resistant flashlight for industry or 
around the home. Its Cordahide 
polyethylene case withstands tem- 
perature extremes. The 2-cell light 
comes in a variety of colors and re- 
tails for $1.94 with a jumbo switch 





and for $2.49 with a magnet switch. 
National Carbon Co., Dept. HA. St. 
Albans, Vt. 


Item 30 

Compact centrifugal pumps 
Here are four low-priced centrif- 

ugal pumps that are lightweight 

and compact. Aermotor’s CN mode! 








comes in le, 45, 34 and 1 hp units 
weighing 36, 39, 44 and 49 lb re- 
spectively. Units have steel mount- 
ing feet, drain and vent openings 
on the casing and a sand-resistant 
rotary shaft seal. Capacitor-type 
motor has a stainless steel drive 
shaft and built-in heat over-load 
protection. Aermotor Co., Dept. 
HA, 2500 W. Roosevelt Rd., Chi- 
cago 8, Ill. 


Item 31 
Wall-mounting hose reel 


A wall-mounting model has been 
added to the Cal-Dak hose reel line. 
Item No. 221 has a bracket that 
can be attached to the wall near 
a faucet. The reel hangs on the 
rung of the bracket and can be 
lifted off for storage. Capacity is 
100 ft of 34 in. hose or 150 ft of 
ly In. Tubular parts come 
in baked enamel steel in aqua and 


hose. 





vellow finish. Retails for $8.95. 
Cal-Dak Co., Dept. HA, 1726 Del 
Mar Ave., San Gabriel, Calif. 


Item 32 
Driveway surface protector 
There will be plenty of interest 
in this emulsion for sealing and 
preserving asphalt, concrete and 
macadam surfaces such as drive- 
ways and parking areas. Called 
Seaboard Formula 366, the sealer 
is unaffected by oils, gasoline, sol- 
vents or weather. It is ready to 
use right from the container and 











is applied with a soft floor brush, 
squeegee or spray. Five gallons of 
the tar based product will cover 
330 sq ft. Packed in 5-gal pails 
and 55-gal drums. Seaboard 
Plastics Corp., Dept. HA, Irving- 
ton, N. J. 


Item 33 
Fastening system tool set 


Here’s a fastening system hand 
specially 


tool set with hardened 





steel fasteners for fastening to con- 
crete and other masonry. The Mul- 
ti-Use fastening system is handy 
for driving threaded studs, pins or 
wire loop fasteners into masonry 
and for installing 4% in. Drilfast 
self-drilling anchors, and as a hand 
drilling tool with masonry drills. 
A reversible chuck converts it 
from a fastener driver to a hand 
drilling tool. U.S. Expansion Bolt 
Co., Dept. HA, York, Pa. 


Item 34 
Display unit for cake pans 
Here’s a display for Bake-King 
angel food cake pans for fall and 
winter promotions. The header 
sign is printed on both sides for 
use as an Island display. The sign 
and pole can be used without the 
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dump bin for a counter or window 
display. Display is free with order 
for 6 dozen or more angel food 
cake pans in tin or aluminum. Chi- 
cago Metallic Mfg. Co., Dept. HA, 
3711 S. Ashland Ave., Chicago 9, 
Ill. 


Item 35 

Hose nozzle with new control 
Franklin’s new chrome - plated 

garden hose nozzle features a new 

style spray control called Flip. The 

user can change from fine spray to 





jet stream in a half turn with a 
one-hand flip of the device. There 
is no spring, locknut or lever in 
the nozzle which comes in the 
Franklin Vista-Pak display pack. 
Franklin Metal & Rubber Co., 
Dept. HA, Hatboro, Pa. 


Item 36 
Contact bonding adhesive 


Wilhold Safety Contax cement 
is a new water-base nonflammable 
contact bonding adhesive that 
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dries quickly and saves time and 
labor. Panels of plastic laminate, 
wallboard or plywood can be 
mounted to walls, sinks or table 
tops with this product. It can be 
brushed, sprayed or rolled on. It’s 
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SAFETY 
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waterproof when dry. Pint size 
container lists for $1.90. Wilhold 
Products Co., Div. of Acorn Adhe- 
sives Co., Dept. HA, 678 Clover 
St., Los Angeles 31, Calif. 


Item 37 
Convertible jet pump line 


New plastic Lexan impellers are 
featured in the Sta-Rite convertible 
jet pump SL series. The SL series 
comes in 1/3 to 11% hp models for 
farms and home water systems. 
Sta-Rite self-priming jet pumps 
are easily convertible and the bolt- 
on jet adapts to double pipe opera- 
tion to 60 ft. Motors on these jet 
pumps are a heavy-duty ball bear- 
ing type with stainless steel shaft 








and built-in overload protection. 
Sta-Rite Products, Dept. HA, De- 
lavan, Wis. 





Item 38 
Low-cost home fire alarm 


This low-cost fire alarm needs 
no batteries, wires, maintenance or 





requires no special installation. It 
is a compact sensitive unit for use 
in homes, stores, barns, garages or 
other structures. Called Fire-Spy, 
the plastic covered alarm sounds 
when the temperature reaches 135 
degrees. Lists at $95.40 per dozen. 
Ullman Devices Corp., Dept. HA, 
Ridgefield, Conn. 


Item 39 


16 qt pressure canner unit 


This 16 qt Mirro-Matic pressure 
canner and cooker, simplifies home 
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canning. This unit has a control 
that keeps pressure at the level 
desired without fluctuations. It 
holds 7 quart jars, 9 pint jars, 
9 No. 2% cans or 13 No. 2 cans. A 
wire rack and aluminum trivet are 
included. Retails for $29.95. Mirro 
Aluminum Co., Dept. HA, Mani- 
towoc, Wis. 


Item 40 
1960 power chain saw line 


McCulloch’s 1960 line of seven 
chain saws ranges from a light 





He eagy to sell! 


-- that’s what dealers 
are saying about this 
household water filter 


Yes, the Aqua-Pure Water Filter is easy to sell be- 

cause every home needs one even if the water usually 

looks crystal-clear . . . and, at $28.50, every home- 

owner can afford one. Just talk Aqua-Pure benefits 

and you’ve made a sale: it filters out the micro- 

scopic dirt, rust, sand, and algae that often enter the 

“cleanest” system... 

makes washes 

cleaner, cleaning 

easier . . . eliminates 

most causes of stain- 

ing, cuts corrosion of 

kitchen and bath- 

room facilities... 

adds life to pipes and 

appliances, boosts ef- 

| ‘i eee A) ficiency of water- 

“JUST A FRIENDLY REMINDER To SUGGEST ‘SCOTCH Bot Se ee ae treating devices 
BRAND MASKING TAPE WITH EVERY PAINT SALE, FILBERT! “ Bie aa ‘ already installed. 

Se ¢ For easy sales, 


for profitable sales, 
display the 














“SCOTCH” and the plaid design ore registered trademarks of 3M Co., St. Paul 6, Minn. 


Miiawesora (fining ano )\ffanuracturine company 
+. WHERE RESEARCH IS THE KEY TO TOMORROW 


WATER FILTER 


ARKSMAN OH stis‘ton 
BB REPEATER Pa” $2850 
AIR PISTOL ae 


To help you cell... 


National advertising in these 
and other consumer maga- 
zines reaching millions of 

: | <= homeowners interested in 
leading, lowest-priced cleaner water... plus... free 
air pistol that | A sales aids you can effectively 
SHOOTS ALL 3 - use in your own promotion. 


© BB's ; ’ TODAY eee SEND FOR 

QBq PELLETS | | COMPLETE 

a cont 4 y INFORMATION 

, THE CUNO ENGINEERING CORP., 

SHOTS MERIDEN, CONN. 
The new Marksman Model MPR REPEATER Air in Canada: Peacock Bros. Ltd., 

Pistol is a 20-shot BB repeater, and has the weight 0. Box 1040, Montreal 3, P.Q. 
and feel of a real .45 automatic. Packed with built-in —_ 


lifetime trouble-free power, it shoots standard .177 THE CUNO ENGINEERING CORP. 
caliber ammunition— BB’s, pellets and darts. Packed | Dept. HA-8, Meriden, Conn. 


in attractive presentation box with generous supply of , 
ammunition, the MPR is available through America’s | Send me complete information on AQUA-PURE 
leading wholesale distributors. NAME 


MARKSMAN air gun PELLETS are recommended for COMPANY 
maximum accuracy. Write for complete literature, 
including dart games and slingshots: ST. & NO. 
CITY ZONE 
ARKSMAN PRODUCTS STATE 
Division of Morton H. Harris, inc. - Los Angeles 25, Calif. Please Check Cj Dealer C) Wholesaler 
Want more facts? Circle 126, p. 55 Want more facts? Circle 127, p. 55 
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geared saw for occasional jobs to starts, steady operation and top 
a two- man Saw for big timber. T he fuel economy. This 19 lb saw 
One/40 model (shown) is an econ- . . 
, pte" comes with Lubric-Mac automatic 
omy saw for farmers, campers and hai ij t} feed 1 f 
: . ‘Nal O1lLINg le eeas Ol ‘om 
other part-time users. An im- © 4"? ng it Teeds 
proved side-mounted starter and fuel mixture onto the chain. Cuts 
new carburetor give positive in any position to 1% in. of 
ground. McCulloch Corp., Dept. 
HA, 6101 W. Century Blvd., Los 


| Angeles 45, Calif. 
Ti 


Hi | Item 41 

Holiday gift-boxed hammers 
These Collins’ hammers. are 

available in a_ special Christmas 

gift box with a transparent win- 

dow. Each hammer is packaged 

with a handy leather carrying hol- 











ster that straps on to a workman’s 
belt. Collins Co., Dept. HA, Col- 
linsville, Conn. 


Item 42 
Hardware men know that in every product one quality Repackaged lockset line 


brand stands out. In hose clamps that brand is | Kwikset’s 400” Line of residen- 

AE RO-SEAL often copied, never matched. AERO-SEAL | tial lockset packages and shipping 
JET clamps have an exclusive patented quick-attach | cartons for the new 25% in. rose, 
feature, plus the famous AERO-SEAL precision ‘ k 
worm drive screw that tightens evenly all around, have been redesigned. The pack- 





never shakes loose or snaps open. Bands and housings 
are of 302-18-8 stainless steel — won’t corrode. 
There’s more profit and more customer satisfaction in 


AERO-SEAL JET OR REGULAR AT THE SAME PRICE, 


Aero-Seal JET 


QUICK ATTACH HOSE CLAMPS 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVENUE, UNION, N. J 
Want more facts? Circle 128, p. 55 
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age features the new Kwikset 
trade mark and the use of different 
colors to distinguish entry, exit, 
privacy and passage models. The 
master shipping carton is a replica 
of the individual package. Kwikset 
Div., American Hardware 
Dept. HA, Anaheim, Calif. 


Corp., 


Item 43 
Home paper cup dispenser 


Cupomatic, a heavy gauge steel 
cup dispenser for the home, comes 








in three styles: all chrome, baked 
enamel colors and an enamel swirl 
with chrome trim. Lincoln’s paper 
cup dispenser is fastened to walls 
with a special adhesive. The unit 
Twenty paper 
cups are included free as an intro- 
ductory give-away. 
from $1.59 to $2.98. Lincoln Metal 
Products Corp., Dept. HA, 225 
42nd St., Brooklyn 32, N. Y. 


holds 50, 5 oz cups. 


Prices range 


Item 44 
Utility rope display units 

You can set up a utility rope de- 
partment in less than 1 sq ft of 


counter or wall space with these 
free display units. South Eastern 
Cordage’s multi-use ropes can be 
shown in a single unit or used at 





different locations. The ropes are 
handy for flag poles, starter cord, 
boat lines and general utility. 
South Eastern Cordage, Dept. HA, 


815 Superior, Cleveland 14, Ohio. 


Item 45 
U ground receptacle device 

This Eagle combination device 
No. 991 includes a new U ground 
receptacle to accommodate a 3-wire 








Here’s superiority...you 


*% 


Precision Mea 


aol (mele profits, 





can measure! 


Pati atit: ec) oe 


speed We turn-Oove 


Styled to sell on sight, provide 
greater customer satisfaction, 
the complete ATLANTIC line offers 
a wide range of 20 models and 
sizes. Feature and display them 
for extra impulse sales! 


ATLANTIC DELUXE 
TA P f $ — Superior performance, 


greater durability, the most beauti- 
ful and functional tapes on the market 
today! Triple Chrome-plated cases 


Also available: 


ATLANTIC STANDARD TAPES 


The economy-priced tapes that offer your 

customers the greatest measure of value 

on the market today. 

© S—6, 8, 10, 12 ft. in chrome case—‘/2” & 
Yq" blades 


© P—25, 50, 75 and 100 ft. in plastic case— 
¥_” blades 


© A—50 & 100 ft. in chrome case—%” blades 
And: 

ATLANTIC THIN TAPES 

© DT—6, 8, 10 ft., Ya” blade. 


Look for announcements of exciting 
new products and profit-making deals! 


Order from your Atlantic sales repre- 
sentative, or write for new low 
price lists to: 


= 6. a 
en ne : 


Deluxe 


DRB—50 & 100 Ft., 4," blade 

* Engineer's hook 

* Red and black ft. and in, markings 
* Individual belt carrying case. 


D—6, 8,10 & 12 Ft., /." & %,”" blades 

* Inside-outside measuring clip 

* Red and black ft. markings 

* Available in plastic carrying case or 
individually-carded 


PTV LCS Industrial Corporation 


91-97 West Runyon Street « 


Newark 8,N. J. °© 


Bigelow 3-5000 | 


: 
é 


Want more facts? Circle 129, p. 55 
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grounded appliance for maximum 
safety and a single pole switch. It 
will accept any 2-wire plug. The 
receptacle has heavy phosphor 
bronze “T” contacts, switch and 
receptacle on same circuit, 7% in. 
long screws with starting die 
points and plaster cleaning threads. 
Comes in brown and ivory, indi- 
vidually boxed with wiring diagram 
on each box. Eagle Electric Mfg. 
Co., Dept. HA, 23-10 Bridge Plaza 
South, Long Island City, N. Y. 


Item 46 

Ceramic coffee percolators 
Two super-strength ceramic Py- 

roceram coffee percolators have 

been added to the Corning Ware 





——™ 


line. The 6-cup model retail $9.95 
is shown. An 8-cup unit for $10.95 
is available. Percolators are white 
with a platinum star design and a 
stainless steel neckband. Snap-on 
covers are epoxy-coated aluminum 
with Pyrex brand glass tops. Units 
are guaranteed against thermal 
breakage. Other new Pyroceram 
items include a 24% qt saucepan 
with a cover and 7 and 9 in. skil- 
lets with covers. Corning Glass 
Works, Dept HA, Corning, N. Y. 


Item 47 
Heavy duty snow remover 

This heavy-duty power snow re- 
mover, called Snow-Bird, has pow- 
erful feeder blades to break up 
crusted and wet snow. Features 
include an 11 in. high-speed 
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blower, enlarged recessed direct- 
flow housing and an adjustable dis- 
charge chute. Two clutches pro- 
vide complete control and a safety 
shear pin prevents injury to blades 
and blower. Comes with a 3-hp 
Briggs & Stratton engine and auto- 
matic recoil starter. George Gar- 
den Tools, Dept. HA, 811 S. Hamil- 
ton St., Sullivan, Ill. 


Item 48 
Automatic baby food warmer 


Baby food will stay warm all 
through feeding when served from 
this GE automatic baby food 
warmer. It lists for $14.95. There 
are three separate food compart- 
ments that hold a full jar of food 
apiece. Food is heated to feeding 
temperature in about 10 minutes. 
The warmer, model D-1, has carry- 
ing handles, suction bottom, 6-ft 
cord set and can be immersed in 





water. Comes in pink or blue with 
white plus decorations in each 
melamine food section. General 


Electric Co., Dept. HA, 1285 Bos- 
ton Ave., Bridgeport, Conn. 





Item 49 
Fastening tool special 


Fastway Fastener’s new H-100 
Jr. tool drives all types of stud 
pins and has no parts to change. It 
retails for $5.98 and is offered to 
you in a special introductory pack- 
age that includes four tools, 48 as- 
sorted boxes of stud-pins, a mer- 
chandiser and 10 free fasteners 
for demonstrations. Your cost is 
$49.98. The Fastway Jr. has a rub- 
ber grip, is tapered and requires 
no maintenance. Fastway Fasten- 
ers, Dept. HA, 1676 E. 28th St., 
Lorain, Ohio. 


Item 50 
4 hp bench grinder unit 

Here’s a % hp standard-duty 
bench grinder for buffing, grinding 
and brushing jobs. Porter-Cable’s 
Model 166 takes 6 x % in. grind- 
ing wheels with 1% in. bore. It 
weighs 24 lb and is handy for home 





workshops, garages, farms and ser- 
vice stations. There are four 
heavy-duty models for continuous 
use in machine shops and found- 
ries. Porter-Cable Machine Co., 
Dept. HA, Syracuse, N. Y. 


Item 51 
Low priced hand staple gun 


Almost everyone will be traffic 
for this all-purpose staple gun that 
sells for $4.95. Many light house- 
hold fastening jobs can be handled 
by the unit, model JT-21. Features 
include: safety compression handle, 
safety lock to hold handle in non- 
shooting position, non-jamming 
load mechanism, visual refill win- 
dow, and built-in staple lifter. The 
gun loads 100 staples in % and 
5/16 in. sizes. Comes in a display 








~~ 


Py 





Manufactured by 


JOSEPH 


2121 W. CLEARFIELD STREET | 
PHILADELPHIA 32, PA. 
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Adequate stocks assure quick delivery. 
Call the CF&] sales office nearest you. 


CF.I-WICKWIRE 
HARDWARE PRODUCTS 
FUEL AND IRON CORPORATION STEEL 


THE COLORADO 


In the West: THE COLORADO 
Albuquerque * Amarillo * Billings * Boise * Butte * Denver * El Paso + F 
Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland 
an Leandro * Seattle * Spokane * Wichita 

° E SPENCER STEEL DIVISION—Atlanta* Boston* Buffalo 
° Chicago * Detroit * New Orleans * New York * Philadelphia 


San Francisco * 


In the East: WICKWIR 
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‘ut General Purpose 
as, Welded Wire Fabric 


==" 


TAY CO) 1 tee 
EASY to SELL 


SHELF HARDWARE 


Shelf hardware complete 
with screws packed in poly- 
ethelyne bags with slotted 
labels for wire rack or peg 
board display. We call it 
Rack-Pack ... you'll call it 
terrific. It's the modern, 
practical way to display 








and sell shelf hardware. | 
Ask your jobber about | 
Rack-Pack, or write for in- 
formation. 


HALL co, a 


CF.I-CLINTON | 





yu Made to the most rigid specifi- 
cations by one of the nation’s 
leading producers of quality steel 
ee . . . part of the CFel 
ardware products line. 


¢ supplied in full-length 100-ft. rolls 
in 5 widths from 24" to 72"... mesh 
sizes from 1” x 1” to 2” x 4”. 


e individually welded joints provide 
positive strength .. . flush-cut stay 
wires . .. fabric that is free from 
sharp edges, easy to form. 


« ideal for use in corn cribs, window 
guards, vegetable bins, flooring for 
cages and poultry houses, swimming 
pool frames plus other home and 
farm applications. 


> 
eeeesceeeveee 


- - = 
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FUEL AND IRON CORPORATION — 
t. Worth * Houston 
* Pueblo* Salt Lake City 


6730 
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1", & Ss es £0) 0 8 BT. 4 
PROFITS and ready 


for delivery Five Carbon Steel Drills in 


each set. Sizes 4 4g %, 
and '2 inch. Drills have '\4 
inch shank for use in porta- 


ble electric hand drills. 


Each package 
is filled with 


SALES TESTED | STANDARD 


METAL WORKING 
DRILL SET 


Five High Speed Steel Drills = 
4" straight shanks and specia 
s. Packaged in plas- 

Order No. HS-45. 


just like those 
professionals 


starting point 
tic case. 


ATTENTION WINNING 
COUNTER DISPLay 
durable whit 
‘ high . , 
‘ wide 
° Display 


° ©rdboard 
“y deep 


ree No. HS-13 
: HS-45 drill sets 


if 
Y Packaged in plas 


; O 6 Teg , 
Silla Ba ile 


ie To : (‘o. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


BRANCH WAREHOUSES IN: NEW YORK . a - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


STAR'S 


FAST SELLING 


AMICTICAMA 


L 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

#519 

Flush Type 

2516 
Semi-Concealed 


Type in %", '/2", 
shi ¥,"" 


2518 
Offset Type in %" 


DRAWER SLIDES 
2652 
All-steel 
sturdy drawer 
slide, mounted 
under drawer 
in center with 
only four nails 


3595 
3'' Centers 
(not avail- 


able in nickel) 


SEMI- 
CONCEALED 
HINGE 

2416 

For overlaid 


doors up to % 
of an inch thick 








ALWAY MAGNET 
TCH 


#232 


Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


Ask for complete 
catalo & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
1i'/a"*xI5/2" x 2" 
to display 
mounted samples 
available upon 
request. 


opucts ©e- 


SR dda 


“480 Butler Stree 


Sold through wholesalers only 


Want more facts? Circle 133, p. 55 
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box. 
HA, 1 
N.Y. 


Arrow Fastener Co., Dept. 
Junius St., Brooklyn 12, 


Item 52 
Cocktail-dessert glasses 

These 3% oz Tulip Cocktails 
have been added to the Libbey 
Glass home barware line. They 


are handy for serving various 


cocktails and cordials or desserts. 


Twelve glasses come packaged in a 


_ mailing carton and retail for about 


| $39.50. 
| grit 


$5.40 per dozen. Libbey Glass Div.., 
Owens-Illinois Glass Co., Dept. 
HA, 14th & Adams Sts., Toledo, 
Ohio. 


Item 53 
Electric refinishing kit 

Here’s a Thor portable electric 
SpeedSander kit that retails for 


It features: three Carbi- 
permanent tungsten carbide 


_abrasive sheets; sanding, rubbing 
| and polishing sheets and pads; and 


a fitted metal carrying case in 


combination with No. 150 orbital 
Thor SpeedSander. This model 
has a direct-drive air-cooled induc- 


tion motor for home, farm and 


shop work. Speedway Div., Thor 
Power Tool Co., Dept. HA, 1421] 
Barnsdale Rd., LaGrange Park, Ili 


Item 54 
Interior door closer unit 

Here’s a streamlined hydraulic 
interior door closer that features 
fingertip latching adjustment for 
control of the power at the latch. 
Illinois Gildraulic Model 20 never 
requires lubrication, it is simple to 
install and performs on all interior 


doors up to 2 in. thick. Jllinois 
Lock Co., Dept. HA, 811 S. Ada 
St., Chicago 7, Ill. 


Item 55 

Illuminated residence sign 
Here’s a new name and address 

sign that lights up without wires. 

The fuel-burning Tiki Torch, on a 

6-ft steel pole with attached sign, 








GOOD NEWS terter from 


NEW LIQUID STEEL IS 
MIXED...READY TO USE 


it's got real STEEL in it... is mixed. . . ready to use 

right from the 614 oz. tube . . . repairs most anytning 

made of metal. LIQUID STEEL is packaged so great | 

won't even let my mother-in-law look at it ‘cause she 

gets too emotional about these things. This is a hot one 
. it’s Sho Pak’ed .. . retails for $1.00. 

















MY BROTHER-IN-LAW memrems - f 


for rubber ang 


uses kerosene or Tiki Torch Fuel. ASS iM FREEMAN is now Officially As- tabrig repairs 
One filling lasts 40 hours. You sistant Sales Manager for us. You'll 


don’t have to stock numbers or | wis see him at the shows and in your 


letters Th +t » exiiews the own backyards. We now form a 
nein a oe brother-in-law act . . . have samples, 


from the factory. Torch units come | will travel. 
in copper, black or gold with giant 


| | .  % ially, 
wick and _ snuffer-cap. Comes in Corciany \/ > bo 
colorful individual carton and re- | oad 
tails for $9.98. John Charles Co., | Sales Manager and Son-in-Law 


Dept. HA, 1513 Plaza del Amo, | Dad has hod GUND) is the only mother-in-law approved line. 
Torrance, Calif. back for years += ORDER FROM YOUR JOBBER OR WRITE 


— ~~ tee WOODHILEL crema co. 


, ‘ | “Originators and world’s largest manufacturers of Plastic Aluminum’ 
Christmas tool promotion | 1390 East 34th Street Cleveland 14, Ohio 


Oxwall’s 60 - piece assortment Want more facts? Circle 134, p. 55 

(Deal 4000) is a Christmas promo- ———— 
tion that fits an area 28 in. wide, 6 
in. deep and 32 in. high. All items 
are pre-priced and skin-packaged P 
on a display rack. Included in the Another new and exclusive 
deal are nail sets, a chisel set, an 
auto-home wrench set, a socket set, 


| . * 
an interchangeable screwdriver set, gua —————a ni af 
a drill set, a long nose plier, a | 


screwdriver set, an adjustable 


wrench and slip joint plier. Assort- | t ie 


No. 330 
for Beaver 
and Otter 

















A new model, the No. 330 Victor Conibear trap for 
beaver, otter, and other animals of similar size is 
now available. This humane, body-gripping trap is 
No. 110 Victor Coni- ideally adapted for water sets. It has large, 10” x 10” 


Also available: 


jaws and double spring for fast, powerful killing 
action. Equipped with safe-setting device and 19” 
chain with ring. 

ment retails for $59.40 and costs barn rat, whart rat, The Victor Conibear trap has proved to be every- 
$39.60. Oxwall Tool Co., Dept squirrel, civet cat, thing it was said to be. rappers demand it because 
Foe pone eaten OOF WOry LITO ond similar size it eliminates wring-off of valuable fur-bearers. Only 
HA, 928 Broadway, New York 10, — you, as a Victor Dealer, can offer it! So don’t wait 
N Y — ... order the new No. 330 Victor Conibear trap from 
anys | your wholesaler. 


bear for muskrat, 
mink, skunk, weasel, 











ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Ontario 
Want more facts? Circle 135, p. 55 
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Turn to p. 70 for new cost saving 
store and warehouse equipment 





BUYING CHECK LIST 


Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 


and warehouse. For more details circle number, p. 55 


Item 57 


Self-inking price marker 
This Garvey self-inking price 
marker is designed especially for 


hardware stores. The automatic 
unit legibly marks all types, sizes 
and shapes of merchandise. Mark- 
ing bands can be laid out to handle 
all typical hardware store marking 
combinations such as 49¢, 79¢ + 
tax, $2.25. The easy-to-read charac- 
ters are mounted on large wheels 
for easy grouping. Garvey Corp., 
Dept. HA, 4379 Duncan Ave., St. 
Louis 10, Mo. 


Item 58 
Paint color mixing machine 


Accuracy and no maintenance 
are features of this Lucas paint 
color mixing machine called Kem 
Colormeter. The compact unit is 
fast in operation and is always 
ready for use. There is no limit to 
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colors it can produce and a wide 
range of color formulas is provided 
for Kem products and the Lucas 
line. Kem colorants won’t skim, 
evaporate or gel. John Lucas & 
Co., Dept. HA, 1617 Pennsylvania 
Blvd., Philadelphia 3, Pa. 


Item 59 
Mass-merchandising unit 

You can display large quantities 
of related items in 20 sq ft of 
floor space with this low-cost, mass- 
merchandising unit. Master Mer- 
chandiser unit is one 30 x 60 x 
51°, in. basic unit No. VU-107, 
equipped with two end shelf sets 
No. VU-109. Full unit measures 
120 by 41 in. Comes in ivory or 





grey shelving and is available in 
five other finishes. Reflector Hard- 
ware Corp., Dept. HA, 1400 N. 
25th Ave., Melrose Park, Ill. 


Item 60 
Side transfer warehouse unit 

A 4-page brochure is available 
describing a new side transfer sys- 
tem for material handling in ware- 
houses. Aisle space is reduced by 
50 percent in the system, called 
STOW, because a special attach- 
ment eliminates the 90-degree turn 
of the fork truck. This side trans- 
fer attachment fits any standard 
counter balanced fork truck and 
will handle any material normally 


handled by a fork truck. Equip- 
ment Mfg., Inc., Dept. HA, 21550 
Hoover Rd., Detroit, Mich. 


Item 61 
Open bulk nail counters 


Heller’s quick view nail counters, 
available in three sizes, are open 
bulk storage bins that permit quick 
identification of sizes. Each metal 


bin is removable. The counter top 
is masonite and the front and ends 
of the unit are finished in natural 
oak veneer. Available in 18, 24 
and 27 drawer sizes at $212, 
$272.30 and $294.95 respectively. 
W. C. Heller & Co., Dept. HA, 
Montpelier, Ohio. 


Item 62 
Illuminated sign kit 


You can make your own illumi- 
nated signs with this’ handy 
Clip-on Sign Kit. You make a sign 
by inserting letters into a plastic 
frame and then you clip it onto 
a fluorescent tube. The kit in- 
cludes 40 frames, 45 red, yellow 
and blue filters and 110 letters, 


numerals and symbols. It retails at 
$24.88. Stuart Heller Co., Dept. 
HA, Island Rd. & Laycock St., 
Philadelphia, Pa. 





REVERE’S 
FALL HOMEMAKERS HARVEST 


of nationally-advertised specials 


REVERE WARE 





10” Revere Ware Skillet (#1450) regu- 
larly $10.95 


3-pe. Revere Ware Mixing Bowl Set $ 19* 
(#943) regularly $6.95 


PATRIOT WARE 





HORN-OF-PLENTY KIT 


A big, planned-in-detail package for you! Ad-mats, 

radio/TV scripts, direct mail, traffic-pullers. Jam- IYa-aqt. Patriot Ware Sauce Pan $ 49* 
crammed with ideas for displays, special events and (4440112) regularly $6.25 

demonstrations— everything! 


*Recommended retail August 1 through October 31, 1959 only 


TIE IN this Fall with REVERE’s “close-to-the-market" advertising program in 
THIS WEEK, FAMILY WEEKLY and other local papers. Real retail flair! a > 
Plan your promotions carefully . . . around these profit-packed specials . . . P mo . 


to move all your Revere stock fast. Check your Revere Representative now. es F 
Or write to PATRIOT 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York « Clinton, Illinois « Riverside, California 
Want more facts? Circle 136, p. 55 
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Imagination moves 
merchandise 


How a small dealer found 


a way to sell 


more galvanized ware 


16 oz. aerosol can. 


The thought of buying 250 20- 
gal galvanized rubbish cans at a 
single crack is unheard of for 
many hardware dealers. 

Where would you put them? 

How would you go about pro- 
moting them? 

Joe Robinson, co-owner of Hard- 
ware House in Costa Mesa, Calif.. 
was not afraid of the idea. He saw 
in it an opportunity to not only 
sell a lot of rubbish cans, but a 


IT’S A NATURAL 
FOR IMPULSE 
BUYING! 


BULLS EYE’ SPRAY SHELLAC! 


Has Scores of Uses—Customers buy it for many purposes . . . to touch up 


worn floor areas, thresholds, door. saddles and stair treads . . 


sappy streaks, plastered spots . 
for hobbyists, arts and craft. 


. seal knots, 


. . protect articles around home. Ideal also 


Backed by National Advertising —in AMERICAN HoME and LIVING FOR 
YOUNG HOMEMAKERS and AMERICAN PAINTER & DECORATOR. 


Free How-to-do-it Folders —available for your consumer trade. 


High Profits—over 40% in dozen lots. 


Fast Turnover—has quick-and-easy appeal for both do-it-yourselfers and 


painters. 


Long Shelf Life—a minimum of two years. 
Sold Only Through paint and hardware stores. 
Call Your Bulls Eye Distributor or write us for his name. 


Also makers of B-I-N Primer Sealer®—Trimlac®—Bulls Eye Black Gloss® 


And, of course, 
ready-to-use 
Bulls Eye Shellac in 


wide-mouth cans. 


Want more facts? 
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ZINSS 


woe e242 


WM. ZINSSER & CO. 


516 West 59th Street 
New York, N. Y. 


Circle 137, p. 55 


319 N. Western Ave. 
Chicago 12, Illinois 


chance to 
well. 

Mr. Robinson solved his storage 
and merchandising problems si- 
multaneously. He had the 250 cans 
unloaded in front of his store, and 
that’s where he left them. He 


promote his store as 


a? 


That's Joe Robinson counting stock 
of galvanized ware. 


stacked the cans 20 ft high, and 
hung a sign that could be seen by 
passing motorists. 

“Not only have we sold hundreds 
of galvanized cans,” says Mr. Rob- 
inson, “we have drawn a lot of at- 
tention and new customers to our 
store.” 

Mr. Robinson ordered 250 cans 
in April, 1959, and quickly sold 
them. He’s working on his second 
order, and thinking about his 
third. 

Larger 30 and 45 gal cans are 
stacked around the base of the col- 
umns of 20-gal cans. The cans are 
linked together by chain to prevent 
pilferage, and they are never 
moved indoors. Flood lights make 
the stacks of cans shimmer to at- 
tract night traffic. 


HARDWARE HUMOR 








"Quick! Remove this 





YALE 


hinest Name in Locks 








+004 —— 
in 


24e24eseuets 
eS 


: 


~e eee 
eer? 


PRESTIGE HARDWARE 


THAT PAYS PROFITS 


Yale offers a full line of hardware— 
padlocks—cabinet hardware—night- 
latches—bathroom accessories—screen 


door hardware. And Yale helps you put 





these across with a full range of pack- 





aging —merchandisers —carded items— 


FORGED JRON CABINET HARDWARE blister packs — operating samples. 


For full information write The Yale & 
Towne Manufacturing Co., Lock and 
Hardware Division, White Plains, N. Y. 


YALE & TOWNE 


VALE—REG.U.S. PAT. OFF 


me YALE - finess name in hardware 


Want more facts? Circle 138, p. 55 
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New! No. 95 Victor Ma- 
jestic Long-Life decoy. 
Made of polyethylene 
plastic. 


It’s New, It’s a Natural... 


; & 
and Naturally It’s a Wictor 


The new Victor Majestic Long-Life 
decoy is a natural for today’s duck 
hunter who wants quality, conven- 
ience, and results. It’s a ‘“‘must’’ for 
your Victor Line in ’59! The Long- 
Life decoy is designed to last a lifetime. 
It is constructed from pliable poly- 
ethylene plastic; is not affected by 
dropping, crushing or extreme temper- 
atures. Self-inflating, has no compli- 
cated valves—works like a_ plastic 
squeeze bottle. 

‘The new No. 95 Victor Majestic 
Long-Life is life-size, prebalanced, 


equipped with anchor line tie. It rides 
free and lifelike on the water; is water- 
proof and shot-resistant. Finished in 
natural, non-glare colors with molded 
eyes. 


OTHER VICTOR DECOYS are available in 
Molded Fiber, Tenite Plastic, and 
Wood; also goose, crow and owl decoys 
—the most complete line offered by 
anyone, anywhere. Order a full assort- 
ment from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. ¢ Pascagoula, Miss, ¢ Niagara Falls, Ontario 


_ Want more facts? Circle 139, p. 55 














L ottone 


from 
Hardware Age 


Readers 





Advertising ideas 
Dear Editor: 

On behalf of our client, the 
Franklin Hardware Co., we would 
appreciate your sending us two cop- 
ies of the June 18 issue of HARD- 
WARE AGE. 

Mr. Franklin received a letter 
from Mr. Krengel of Krengel’s, 
Inc., Twin Falls, Idaho, asking him 
for tear sheets of his advertising 
in the Fort Myers News-Press and 
other information. Mr. Krengel 
read the story of Franklin’s adver- 
tising plan in your magazine. (See 
HA, p. 48, June 18.) 

If we can be of any help to you 


Maho more oales (and. pro 


STURDY ... STYLISH . . . SMART 


FIREPLACE ACCESSORIES 


All-Welded, Heavy Steel Construction 


it) with AAERO 


in this area please do not hesitate 
to call on us. 
Sincerely, 
Dewey 
Fort Myers News-Press 
Fort Myers, Fla. 


Murphy 


Play up Fair Trade 
Editor: 

You report that Fair Trade pro- 
posals are having a rough time in 
Washington (see HA, July 30, p. 
31)—that more than 90 percent of 
hardware dealers are in favor of 
Fair Trade — that dealers should 
write to their Congressmen. 

We, as dealers, know about the 
benefits to legitimate business and 
to the consumer, but why should it 
be secret? Why is it that every- 
thing we hear or read about Fair 
Trade is against it? The opposition 
seems to be articulate with stock 
worn statements which cannot be 
substantiated, but seemingly 
never refuted. 

We know that it is untrue that 
Fair Trade was devised to permit 


jear 
Pitched and Dea 
Tapered Grate 
Sizes: 21", 24”, 
a ——_ wae fy 


Hi-Gard Grate 
For 2-way 
fireplaces 


Sizes: 27”, 33” 


Straight and 
Level Grate 
Sizes: 21", 24", 
a ey 


Grandirons 
Give radiant 
heat. 13” high 
x 15” deep 


Extends to 
23” wide 


/ New! he 
ee 7 


Log Holders 
Two Models; 
complete with 
convas carrier 


Swing-Grill 
B-B-Q 


Unit for all 
types of grates 


Andirons 
16” and 19” lengths 


Stainless Steel 
Skewers 

23” long; 

4 or 6 to 
display card 


Fire Lighters 

54%" x 6%"x 7” 
All black or 

black with brass 


are 


Send for Catalog Today! 


a manufacturer to maintain an un- 
Want more facts? Circle 140, p. 55 
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reasonably high price for his prod- 
uct. Dee Dee Says: 


We know that the consumer is 


not “coerced” into paying a high Ai bode L It 
price (there are always cheaper very 1 OveSs 
models to choose from). 

We know that Fair Trade was 
devised to protect the consumer, 
the jobber, the manufacturer and 
the future of the product. 

We know that discount opera- 
tions can survive only in densely 
populated areas where volume can 
be maintained. But what about the 
rest of the country—the smaller 
towns and cities. Will the consumer 
be forced to buy all his wants by 
mail order, sight unseen? 

We know that it is the reputable 
manufacturer who wants Fair 




















Trade because he has an honest 
product, at an honest price with 
built in service to the consumer. | ‘ | 
Let’s sell the benefits of Fair | BU i ee2eeo 
Trade to the public by bringing out 
the facts. 
Yours truly, 
Geo. B. Leonard 
Armada Hardware 


Armada, Mich. 3 | WATERLESS 
‘ cleaner 


Omen rrnt 


Editor’s note: A real helpful dis- 


cussion of the pros and cons of 


Fair Trade is contained in a new ] j protects skin while it removes 
booklet entitled, “Facts and Myths A 


about Fair Trade.” This booklet is j ' even stubborn stain and grease 


available from the Bureau of Edu- F AFTER PAINTING: Quickly removes paint, 

cation on Fair Trade. 205 E. 42nd q caulking putty, grease tar, all tile mastic 
\ Vor} \ y —_— from hands. 

St.. J rh m 22a. IX ; ; 

’ ve ork I, AUTOMOTIVE: No matter how dirty hands get, 
Dee-Dee cleans away grease and stain 1-2-3. 
) Even removes tar gasket cement. Just rub 

di on hands—wipe dry! 
HARDWARE HUMOR a SHOP: Watch the grease and grime disappear 


with Dee-Dee' 








OFFICE: Perfect for ink and grime cleaner. 


: 7 7 Pleasantly scented! Prevents dryness 
| Points ; and chapping. 
LL qt: } ; SOIL REMOVER: Dee-Dee removes fingerprints 


and soil from woodwork, tile, paneled surfaces 
and light switches. A real discovery for 


@ fx | : 
. | removing heel marks from tile and linoleum. 
7 / | - (Works best when it sits for a while before 
Z 4 wiping off floor or wall.) 
Cy / | : Dee-Dee—the new, safe, gentle waterless hand 
—oa— om \ , . cleaner is an exciting profit builder for you. 
ei x Available in handy pints, quarts and 10¢ trial size. 
Co 











Please write for FREE SAMPLE and 
5 information concerning our entire line. Address 


\ - ’ ae 
NOTICE: A few Territories available for 
IY [Y/Y 


D Manufacturer's Representatives and Jobbers. 


| ra 
AgrksS 


DeMERT & DOUGHERTY, INC., 
5000 W. 41st St., Chicago 50, Illinois. 


ad 
After you get that counter 
' 


up better go ou? Ttront, the 








are Towing your car aqway 


Want more facts? Circle 141, p. 55 
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IS THIS YOUR PHILOSOPHY ABOUT THE MOWER BUSINESS? 


“THE CUSTOMER 
IS ALWAYS 
WRONG” 





ar WHEN A CUSTOMER PURCHASES 


pT A MOWER FROM YOU 
\ CLINTON, / HE HAS A RIGHT TO EXPECT 


“et FS CERTAIN GUARANTEES OF 


PERFORMANCE AND SERVICE 


Want more facts? Circle 142, p. 55 
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EALER attitude toward his customers after the 
sale can make or break a business. And manufac- 
turers of gasoline powered equipment and gasoline 
engines can help make the dealer-customer relation- 
ship a long and satisfying one. 


This is one of the main reasons for our Clinton Test- 
ing Program. We ask manufacturers ordering Clinton 
Engines to let us test their equipment at our test facili- 
ties in Florida, Michigan and Iowa. These three dif- 
ferent areas of the country give us an excellent cross 
section of the operating conditions the equipment will 
face in normal use. 


Testing the equipment a Clinton will power enables 
us to match engine performance to the equipment. 
Testing uncovers many potential service difficulties 
before they can happen in the field. This helps build 
a good relationship between the manufacturer, the 
dealer and the customer. 


The customer is never wrong when he expects full 
value, performance and service to match the price he 
has paid for his equipment. That's why you wont 
find the same Clinton Engine on an inexpensive piece 
of gasoline powered equipment and on a premium 


priced one, too. Clinton developed the only shell cast 


lightweight 4-cycle engine in the industry to meet the 


crying need for extra engine quality for the medium 
and premium priced gasoline powered equipment. 
The Clinton Clintalloy is exclusively reserved for 
manufacturers who want the best engine for their 
better equipment. 


DON THOMAS 


President 


CLINTON ENGINES CORPORATION 
Dept. E-4 Maquoketa, lowa 


WORLD’S LARGEST MANUFACTURERS OF THE MOST COMPLETE LINE OF AIR-COOLED GASOLINE ENGINES 


Want more facts? Circle 142, p. 55 
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5 the RAR line-up of § 
EQUALITY TOOLS - 


5 4) ALL UL and CSA APPROVED @ 5 
eGR ew BRO HR eR eee 


Am 4 4 se, 


RAM 
44” DRILL KIT 


40 piece set includes 10 
ft. UL extension cord, 
metal case, RAM drill, 


accessories. Excellent 
gift or promotion 
Model R-200 


RETAIL $29.95 





RA '‘/, DRILL 


Most popular fast selling tool. 
Jacobs geor chuck, multiple 
thrust bearings, 3 conductor 
cord. Heavy duty industrial 
rated. Model R-250-3 


RETAIL $23.50 


pilus loads of useful me 





- 


RAZA 3/, DRILL 


The intermediate powerhouse 
that does most any heavy 
duty and industrial drilling. 
3 cord conductor, muyltipie 
thrust bearings, Jacobs geared 
chuck. Step up to the % 
Model R-380 


RETAIL $33.75 





RAM ‘/2° DRILL 


For the BIG drilling jobs. Over 
1” in weed capacity, drill 
concrete, steel, etc. with ease. 
Either 2 or 3 conductor, heavy 
duty industrial. Model R-500- 
2, Model 8-500-3. 


2 Cond. Ret. $47.50 
3 Cond. Ret. $49.50 








RAM 7 SAW 


Famous RAM 88. Fyli 7” 
blade, 1% H.P. motor. Mitre 
full 2," at 45° A real tool 
for beginner or professional. 
America's biggest selier! 3 
conductor cord. Model R-88-3 


RETAIL $49.98 





RA 7 SAW 


industrial all ball bearing saw 

.. 7” blede. Heavy duty in- 
dustrial with 27," depth at 
45° angle adjustment. Will 
last a lifetime. . trouble free 
and power to spare. Model 
R-78 


RETAIL $62.00 








SABRE SAW 


The most versatile tool ever. 
Rips, hacks, scrolls etc. Cuts 
2 x 4 wood—metals, tubing 
etc. 45° angle adjustment, 
iy” stroke with 3 assorted 
biodes. Model 8-44 


RETAIL $31.95 

















RAM SABRE 
SAW KIT 


19 pieces. Accessories 
include metal case. 10 ft. 
UL extension cord, drawing 
instrument, blades, book etc. 
ideal gift or promotion 
number. Brand new and 
ripe for real volume. 
Model R-400 


RETAIL $39.50 





Oaam 


TOOL CORPORATION TOEPT.AT 


N”~ CLAREMONT AVE CHICAGO 1? ILL 


Want more facts? 


Circle 143, p. 55 
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All sharp-edged items at Warners Hardware are grouped in this one 
central location. 


Superhardware store offers 


super-cutlery selections 


Dealer proves that mass merchandising 


pays off in extra traffic and sales. 


Warners Superhardware in downtown Minneapolis has earned 
a reputation for completeness in its cutlery department. The 
picture above shows why. 

All cutlery, flatware and sets, knives, scissors, and other sharp- 
bladed items have been grouped into a compact 225 sq ft specialty 
department. This mass merchandising technique gives customers 
the impression that there is a virtually unlimited stock selection. 

The cutlery section is near the front of the Warner store, luring 
a steady stream of passersby off the street. Once a customer shops 
this section and is impressed by the broad assortments, Warners 
feels, she will be a loyal repeat customer whenever she has a need 
for cutlery and related lines. 

Excellent lighting in the department is assured. Dozens of 
samples of ceiling lights are displayed directly above the shiny 
steel cutlery. Each complements the other. 

Higher priced knives and flatware are encased in glass show- 
cases on dark felt backgrounds. This protects more expensive 
items from theft while enhancing their display. 

There is something for every customer in this department: 
Hunting knives for men, pen knives for boys, pinking shears for 
girls, every conceivable kind of cutlery for homemakers, and gifts 


for all. Want more facts? Circle 144, p. 55 > 























You'll always 
get a goo 
one! 








On the only production line of its kind, 
every Warren-Teed sledge is auto- 
matically heat treated to the same, 
perfect depth of hardness. Result? No 
uneven wear, spalling or chipping 
caused by soft, untreated striking 


areas. 


From the outside you can't see this 
JeV-tou mM od-lorsbelemeseloWs (yee) ol-pebelom o\-)0(-1e10 (eye) 
—but it’s there. Longer, safer use 


under all job conditions prove it. 





Cutaway view of a Warren-Teed sledge show- 
4 Y 








ing depth and uniformity of heat treatment. 


WARREN-TEED 
TOOLS 


a a ee oo eee a ek & Smmen, 





a 2 On se) 





JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry ! 


STEEL © BRASS 
COPPER ®© NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 


Industry's Easiest-to- 
Use Catalog places all 
your Fastening needs at 
your fingertips! Large, 
clear listings, helpful 
illustrations. Use your 


Jefferson catalog today 


and every day. Additional IT 
copies free on request. =| 


® Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 
SPring 7-8400 


Convention Calendar 





convention 


shows 


conferences 




















Want more facts? Circle 145, p. 55 
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alphabetical listing starting on 
complete listing 


August 
31 to Walter H. Allen Co., St 
Sept. | Holder's Meeting and Mer 
chandise Show, Dalilc 


September 

1-3. Allison-Erwin Co., Merchandiss 
Show, Charlotte, N. C. 

$-9 Beck & Greagq Hardware C 
Fall Merchandise Show. Atlant 

13-16 Midwest dwar 
wares Sh 

16-17 Industria 
W n 


21° Frank 
C 
Stockt 
rin }T nr 
27-30 Nationa 
Convent 
27 to Annuc 
Oct. 2 Foir 
28 to Nat 
Oct. 2 York 


October 
4.7 A 





Convention Check List 


For complete details about the conventions and shows listed below 


For complete details about conventions and shows listed above see the 
Aug. 13 issue of Hardware Age. 





121, Aug. 13 issue. The next 
n Sept. 10 


8-10 Mid-America Lawn, Garden & 
Living Trade Show 


r wry 
13-15 Paciti yuthwest Hardware 


Anahe rr) 
19-21 
20-22 N 


25-27 


November 


2-12 C 


January 
11-15 7 
Chicag 
24-26 Albar 


ue 


February 
7-9 ¢ 








How you can build more 
plumbing supply sales 

If you want to sell more plumb- 
ing supplies give them effective dis- 
play where customers can easily 
see them from other sections. 

Wide aisles on either side of its 
plumbing supplies display unit 
makes it easy for customers to 
browse in that section at Theatre 
Hardware in Kenosha, Wis. 

Tilted and horizontal shelving 
and bins make it easy for a cus- 
tomer to serve himself with a va- 
riety of plumbing supplies lines. 

Three shelves in this display unit 
are fully binned, the lower one be- 
ing open for showing bulky items 
which do not require separation in 
display. 

The reverse side of this fixture 
contains five tiers of lift-out bins 
for displaying stove bolts and other 
fasteners which tie in with plumb- 
ing supplies. 


Built to promote self-selection, unit 
can be quickly rearranged. 


Beneath the portable bins are 
four rows of compartments with 
adjustable separators. Separators 
can be arranged to make shelves 
fit various odd size items. 





GET THE PICTURE | 


it’s the AMES MAID 
‘‘Dealer Profit Picture’’ 











e HIGHEST QUALITY IN THE FIELD... 

e PRICES COMPETITIVE TO LESSER QUALITY 
LINES... 

e A SALES SUCCESS STORY DURING THE 
PAST YEAR THAT HAS SEEN DEMAND 


DOUBLE... oe 
C ames 2 
PARKERSBURG, C ee 
westvircinia ( '77* ) 
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“Our choice is L:O°F Window Glass 


...won’'t handle any other brand !’’ 


Larry Doriot 
Doriot Brothers Hardware Co., Toledo, Ohio 


“L-O-F Window Glass is our choice for good ‘‘Can’t figure out why some dealers keep 
reasons. Customers like it because it’s so their glass department in a back room. Glass 
clear. We like it because it cuts so well. is profitable and should be displayed like 
Doesn’t have those hard spots that cause other merchandise—where customers can see 
the cutter to skip. Always snaps clean at it. And with a good glass rack, it’s easy to 
the score, and there’s no waste. keep stock organized.” 


a 


"Ot 
Quote 


New box rack needs 
only 12 square feet 
of floor space 





Holds glass right in L’O-F’s self- 
storing plywood side boxes. Easy 
to construct. Ask for blueprints 
of WG-3 Rack. Also get ‘For 
Greater Profits’’ booklet which 
contains plans for a variety of 














glass-storage racks. Call your 
L:O-F Glass Distributor (listed 
under ‘‘Glass’”’ in the Yellow 
Pages), or write to Dept. 6789 
Libbey-Owens:Ford Glass Com- 
pany, 608 Madison Ave., 
Toledo 3, Ohio. 





LIBBEY*°’OWENS*FORD WINDOW GLASS 


The glass that cuts easier, snaps clean 
TOLEDO 3, OHIO 
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How’s the Hardware Business? 





Hardware sales gathering steam instead of 
taking summer dip: June figure jumps 10% 


Retail hardware sales for June 
this year were 10.1 percent ahead 
of June, 1958. This year’s $262 
million in sales is a whopping $24 
million ahead of last June. 

That $262 million figure is just 
$1 million shy of the May figure 
this year, and that’s news. In most 
recent years, the June figure has 
started summer’s doldrums by fall- 
ing behind May as much as $19 
million. 

Maybe more dealers 
are heeding the old adage about 
summer merchandising: “Don’t 
trim budgets—trim windows in 
summer.” At the least, dealers are 
sharing in a business year that is 
reversing old trends as it 
boom proportions. 

The six month figure for 1959 is 
$81 million ahead of the first six 
months of last year. This repre- 
sents a total half-year gain of near- 
ly 7 percent, and each new month 
has brought a better increase. 

If the present 
and it 


hardware 


nears 


pace continues, 
would seem that only a 


lengthy steel strike could stop it, 
dealers will approach or perhaps 
beat the record high year for re- 
tail hardware sales, 1956. 

Here are the Commerce Dept. un- 
adjusted estimates of retail hard- 
ware store sales for the last three 
years: 


(Millions of dollars) 
1959 1958 1957 


January $174 $172 $183 


February 167 154 174 
March 193 178 208 
April 245 224 221 
May 263 257 253 
June 262 23 248 
Six-month —— ——— ——- 
$1,304 220 $1,287 


total 


July 
August 
September 
October 240 
November 229 
December Paes 288 283 


bo 


238 
23. 


_ 


DO bo 
bo 
ow = 


225 


yNwnw 
to = 
bo 


ur 


ES ED — — — 


Total $2,653 $2,736 





Wholesalers see threat 
in state business tax 

Small business is threatened by 
the recent Supreme Court decision 
permitting state tax of earnings 
from interstate commerce, the Na- 
tional Assn. of Wholesalers told 
the Senate Finance Committee. 

James W. Roberts, chairman of 
the government relations commit- 
tee of the National Assn. of Whole- 
salers, said “Few if any states will 
collect any additional revenue under 
this arrangement after granting 
tax credits to those locally domiciled 
businesses which will now be taxed 
in other states. 

‘‘No business will be paying any 
more tax since, presumably, they 
will not be taxed on more than 100 
per cent of their earnings; but the 
business community will be seri- 
ously burdened with additional 
costs of accounting, record keeping 
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and returning taxes to the several 
taxing states.” 

The Chamber of Commerce of 
the United States has taken the 
position that the nation’s small bus- 
iness concerns would be seriously 
hampered with additional busiress 
costs because of the Supreme Court 
decision. 


Inventories, new orders 
and sales rose in June 

Manufacturers’ orders, sales and 
inventories rose in June, as com- 
pared to May this year and June, 
1958. The report is from the Dept. 
of Commerce. 

New orders stood at nearly $32 
billion, some $5%™% billion ahead of 
1958. Sales (shipments) were also 
$32 billion, almost $6 billion ahead 
of June last year. Inventories rose 
$1.6 billion for the month. 


First-half construction 
sets all-time records 

Residential and non-residential 
construction set new records for 
the first half of 1959, offsetting 
declines in heavy engineering con- 
tracts, according to F. W. 
Corp. 


Dodge 


Total contracts for new construc- 
tion reached $18.9 billion for 6 
months, a full 12 percent ahead of 
last year’s first half. 

Housing showed surprising 
strength throughout the half, with 
no indication of tapering off, even 
though there was and is a tighten- 
ing credit situation. 


Wholesale sales show a 
sizeable June increase 

Wholesale sales of all types in 
June were 18 percent ahead of 
June, 1958. Sales in the wholesale 
hardware, plumbing, and heating 
goods category posted a 16 percent 
gain in the same month, according 
to the Department of Commerce. 

Sales for the hardware group for 
the first half of 1959 are ahead 14 
percent. Inventories for this group 
in June were 12 percent ahead of 
June, 1958. 


Water systems’ sales up 
12 percent for this June 


Factory shipments of domestic 
water systems were 81,370 for 
June this year, up 12 percent over 
May. First half sales for this year 
are ahead by some 35,000 units or 
nearly 10 percent, the Dept. of 
Commerce reports. 

Sales by type for six months 
are: 178,835 jet units, 122,735 con- 
vertible jet units, 46,260 non-jet 
units, and 43,864 submersible units. 
Non-jet units are the only type 
which did not post a sales gain. 


New order index down 
The new order index for in- 
dustrial supplies and machinery in 
June was down 6 points to 212, ac- 
cording to the American Supply & 
Machinery Mfgrs. Assn. This is 
below May by 2.8 percent, but the 
highest June on record. The index 
one year ago stood at 150, or 41.3 
percent less than June 1959. 
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Pec merchandiser pays big dividends 


More than 14,000 retailers all across the nation are making 
more profits every day from their P & C Merchandiser. 
The P & C Merchandiser is attractive, convenient and 
complete. It is a prime attention-getter in any store, cre- 
ates interests, lets the customer examine the tools and 
greatly increases impulse buying. In addition to the R-150 
(shown above) there are other models to meet every re- 
tailers need. 


increased sales 
more profits 
quality tools 


In order to help you make more sales and 
more money P & C has developed an amaz- 
ing, new “Protected Profit Plan.’ This is a 
plan that goes to work for you immediately. 
It is the result of years of experience and 
research in thousands of stores across the 
nation. With this plan P & C guarantees you 
more tool sales... P & C guarantees you 
more profit with any P & C self-selling tool 
merchandiser, or your money back... in 
addition P & C solves your pricing problems 
and is backing up every dealer with a big 
national advertising campaign. Plan right 
now to cash-in on P & C’s guaranteed sales 
and profit. 


What you get with P«C’s 
PROTECTED 
PROFIT PLAN 


1. Guaranteed Tool Sales and Profits. 
= Pre-Pricing of all Tools. 


Y%. Big National Advertising Campaign. 
(This includes Saturday Evening Post, Pop- 


,ular Mechanics, Popular Science and other 


magazines). A combined monthly readership 
of 34,784,32 


Get the complete story of P&C’s 
guaranteed sales by contacting your 


wholesaler or writing direct to 
P & C Tool Co. 


® 





TOOL COMPANY 


SYUBS'O\ARY OF 
_- 


Box 5926, Portland 22, Oregon 
Warehouse: Schiller Park, Ill. 
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Free vise display hangs on peg 
board tool wall or stands on 
counter. Sells Simplex vises on 
sight for high profit. 


Simplex vises really move when 
they're shown on this eye-catch- 
ing merchandiser. Unit given 
free with order of 5 Simplex 
utility vises (V-5 Deal). Sell the 
high profit, fast turnover line. i 


Desmond |! 
| Simplex | 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


BEER OA ONT Rie eRe 
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| C of C against bill to 
raise direct-buy costs 


Higher prices for consumers | 
would result from laws requiring | 
manufacturers to charge direct- | 


buying dealers more for merchan- 
dise than wholesalers. 


| 


} 


This is the opinion of the Cham- 


ber of Commerce of the United 


States, expressed in a statement | 
recommending rejection of such | 


legislation to a House Antitrust 
Subcommittee. 

Supporters of the proposed law 
say the lower price paid by the 
wholesaler would enable him to 
sell to his dealers at prices that 
would help them compete more 
effectively with dealers who buy 
direct from the manufacturer. 

The Chamber points out that the 
extra cost paid by the direct-buy- 
ing dealer would have to be passed 
on to the consumer, cancelling the 
benefits of “efficient, low-cost re- 
tailing methods.’ 

The Chamber also noted that the 
proposals would raise prices for 
chain store and supermarket cus- 
tomers. 


Manufacturers expand, 
move to new facilities 

Quick Mfg. Co., Springfield, 
Ohio, has purchased a 110,000 sq 
ft factory building for the manu- 
facture of Springfield brand mow- 
ers and rotary tillers. 

Great Neck Saw Mfrs., Ine., 
Mineola, N. Y., is completing con- 
struction of a new warehouse in 
Mineola. 

The Bassick Co., has opened a 
new 110,000 sq ft caster manufac- 
turing plant at Spring Valley, Ill. 


Business failures up 


Commercial and industrial busi- 
ness failures rose slightly to 252 
in the week ended July 30, up from 
245 in the preceding week. Casu- 
alties were down from the figures 
of 271 and 281 in the same weeks 
of 1958 and 1957, respectively. 


Thermopane mark on glass 

Libbey - Owens - Ford Glass Co., 
Toledo, Ohio, now inscribes' the 
product name Thermopane on the 
lower right corner of all window 
glass instead of on the metal frame. 








Get Your Share 
of this 
PROFITABLE 
MARKET 
with 
AMERICAN'S 


PAK-IT 












P rofit 
In provement 
Program 







Your customers save time 
— you save sales costs... 
your profits go up when you 
stock and sell American’s PAK- 
IT. Pricing is simplified by vary- 
ing PAK-IT quantities so all 
packages are priced the same. 

A glance at your coded PAK- 
IT Board tells you when to re- 
order. 

PAK-IT gives you a complete 
selection of wood screws (steel 
and brass), stove bolts, tapping 
screws ... 118 sizes. 

Make more money the self- 
service PAK-IT way. Call your 
nearest Hardware Distributor or 
write for details today. 


Mone, Pn ~ 
mprovement 


Sp. gram 
The Biggest News in — 
Fasteners comes from 


mericanY 


SCREW COMPANY 








Willimantic, Conn. « Chicago, Ill. ¢ Detroit, Mich. 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Bingham mailer is timed 
for fall dealer traffic 


The W. Bingham Co., Cleveland 
wholesaler, offers dealers a_ roto- 
gravure consumer mailer as a 
stimulant for heavier post-Labor 
Day traffic. 

The four-page circular has a 
theme of Round-up of Fall Bar- 
gains. It features many promo- 
tional prices. A 150 piece store 


trim kit is part of the promotion. 
It includes banners, display spots, 
and price cards for store and win- 
dow display tie in. 


Our Own offers mail 
service for catalogs 

A 32-page color catalog for con- 
sumer mailing in the fall selling 
season is offered to dealers by Our 
Hardware Co., dealer-owned 
wholesaler, Minneapolis. 

Some 240 items, mostly seasonal, 
fill the mailer. Up to half the items 
offered are at sale prices. Dealers 
may have their names imprinted 
by Our Own and do their own mail- 
ing, or they can have the entire im- 
printing and mailing job done by 
the wholesaler. 

A store trim kit of 
pennants, price cards, 


Own 


streamers, 
and other 
display aids is available to back up 





Anchor Brand Top Values 
quality-wise, price-wise 


\W Check and see if your stock is low on 
these 10 dealer-tested Anchor Brand profit-makers. 


























| | No. 327 Wire Rope 
Clamps 


QUICK AND EASY fastening for 
tiller lines, guy wires, etc., 5 sizes 
rope diameter, Va” through ¥%”. 





| | No. 421 Standard 
Oarlock 


REGULAR SOCKET oarlock is gal- 
vanized. Comes in six sizes. 


| | No. 340 Utility Snap 
STURDY cast malleable iron 
spring snap is available in six 
eye sizes, from 2” through 2”. 


























| | No. 1 Display Box 
SILENT SALESMAN, features snap 
assortment — spring and bolt 
snaps which sell quickly from 
counter position...72 snaps 
in all. 


| | No. 5025 Snap 
ALL PURPOSE snap, 4 


sizes, in cast malleable iron from 
34g” to 34”, solid brass in 49” size. 


|_| No. 45 Pulley 
Display Box 

SWIVEL EYE PULLEYS, single and 

double, cadmium-plated for rust 


resistance are in container show- 
ing pulley uses. 


swivel 





























| | No. 102 Calf Weaner 
HUMANE PATTERN WEANER has 
adjustable ball tip nose ring — 
medium size. Also available in 
small size, No. 101; large size, 














| | No. 20 Display Box 
FOR HOME, FARM, FACTORY, 


two dozen 6” latches complete 
with staples. Latch has weather- 
proof gravity operated locking 
device, 


New York @ Boston ¢ Philadelphia @ Atlanta « 


Minneapolis © St.Louis « 





|, No. 5319 Cattle 
Leader 
STRONG CAST MALLEABLE IRON 


leader with hook, 8 


| No. 15 Curry Comb 
CIRCULAR PATTERN COMB is 


spring steel, reversible so both 
sets of teeth may be used. Also 
comes in solid brass. Handle is 
red enameled wood. 


in length, 
has two holes in handle to permit 
threading of rope. 


Rugged construction, smooth finish—these are just 
two of the reasons why Anchor Brand and WC 
“Dependable” products attract hardware customers. 
Popular prices clinch the sale. 

Your North & Judd wholesaler can help you keep 
your stock up to the minute—and your sales up to 
the mark—with Armchor Brand and WC “Depend- 
able” items, packaged to appeal and priced to sell. 


aw 
NORTH|)JUDD 


Manufacturing Company 


New Britain 





Connecticut 


Jackson (Miss.) @ 
Los Angeles °® 


Buffalo e 
San Francisco e 


Detroit e 
Seattle e 


Chicago 


Dallas ° Montreal 


Want more facts? Circle 151, p. 55 


HARDWARE AGE, August 27, 1959 © 87 





New Wholesalers’ Aids ance in conjunction with each pro- 


motion. 

(Continued ) The fall circulars are being used 
by Herr & Co., Lancaster, Pa.; 
Peoples Hardware, Washington, 
D. C.; Chas. J. Smith Co., Jersey 
City, N. J.; and Stratton & Ter- 

stegge, Louisville. 
Christmas mailers will be circu- 
lated by Bigelow & Dowse, Need- 
: \ ham Heights, Mass.; Frederick 
for \ ae NS Trading Co., Frederick, Md.; Peo- 
over | ee <i ples Hardware; Quaker Sales, 
| : Johnstown, Pa.; and John 8S. Regal 


1) years - . = - . ; git “4 cy & Son, Cambridge, Mass. 


| ee (se) Catalog Alliance is preparing 

= Geek. gb. suanrmen DS :” ‘ special Christmas catalogs for Mas- 

( | z a \e y back, Inc., New York City, and Jan- 

ses | nev, Semple, Hill & Co., Minneap- 


olis. 


MOUSE TRAPS . sata nae 
and RAT | Pee ee Oklahoma Hardware is 


. - 
featuring layaway kit 
A kit of layaway store trim ma- 
terials is offered to dealers as a 
aitlara . . ’ : ar 
mailers for Our Own in 1959. booster for fall sales by Oklahoma 














» “ethos b “~ | 
“— “he ‘ mous } 
Ven: Of TRAPS : 


the mailer. This catalog is the 
fourth of five major promotional 


Many wholesalers using 
Catalog Alliance aids 
A number of wholesalers will use 
t : fall and Christmas consumer mail- 
— ers prepared by Catalog Alliance, 
7* COSFERRED Forest Hills, N. Y. 





The two sales aids are tabloid 


i < R | 
the McGill Dil AC | size four color circulars. Each Hardware Co., Oklahoma City, 


| wholesaler has the right to substi- Okla 
Over 75 years of customer preference | tute items to suit its trading area. Cost of the kit is $1.50 for seven 


ee Sn gs Tie-in window and store display pieces. Kit includes two 3 ft ban- 
° e : © ing, uye- . ‘ . . . 
appealing, pre-priced two for fifteen cents, | kits are provided with the mailers. ners, four 18! 9 X 11% in. pen- 
_ mee art iors td a traffic Mailing service and mailing lists nants, and one 7 x 11 in. card. 
stopper teatures. Easy dependable, four-wa | ois, sienanaladtt i ; Vote . “ — aiiall — 
trigger action build customer ies eat | are available through Catalog Alli- Orange Dayglo lettering is used on 


ee ’ a green background to stimulate 
ALSTEEL 2-PAC ee | attention. 


This attractive, nickel- 


plated Alsteel 2-PAC H 
sells itself. Easy and safe McDonald has promotion 


to set, sanitary ejection | 4 VN) r pump dealers 
plus fast, dependable | & : os package fo Pp p 


action features trap | a Ke | e. i A new packaged promotion for 


more sales. pump and water systems whole- 


GEM TICKET PUNCHES | wt 3 Ne salers and dealers has been made 
A quality pressed steel , a = Y 4 available by A. Y. McDonald Mfg. 

nickel-plated punch with | | a eS Sc a Co., Dubuque, Iowa. 
a handles at a ; Pe = xe “Profit Pak’ contains a combi- 
ati pi ig er ss | | nation broadside and wall poster, 
dies and three round (7% | | ae consumer literature, newspaper 
eee card | | Z mats, releases, radio scripts and the 
’ new publication, “The McDonald 

| vers erase FOR Mirror.” 

McGIL soap Mette. | DEALER'S A proof sheet of national ads 
io bbmiiae 2 oe stan is | illustrating available mats for local 


NAME advertising is also included. 
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SAVAGE HAS IT ...ALL DOWN THE LINE IN ’59! 








Promotions 


Manufacturers’ New 
Merchandising Plans 








Skil introduces its 
Snap/Lock tool line 

Skil Corp., Chicago, is market- 
ing a group of power tool attach- 
ments which are all powered by 
Skil’s 500 line 4% in. drill. The 
line is known as the Snap/Lock 
Line. | 

Each tool snaps quickly on and 
off the drill power unit for fast 
handling on the job. Four tools 
are being offered initially: 5 in. 
circular saw, jig saw, orbital 
sander, and hedge trimmer. Each 
of the units retails for less than 
$20. 

A Wall Holder unit is available 
at a retail price of $2.95. This unit 
stores the jig saw, 5 in. saw, and 
sander. It is a display aid that 
suggests multiple sales, as well as 
being a practical home storage de- . 
vice prime your pump 

A steel demonstration and dlis- 


play unit is offered free to dealers cun sales with 


who buy one each of the Snap/ Lock 


products. ’ 
The largest promotional program Stevens 77 . 

in the company’s history backs the | 

Snap/Lock line, including fall ads 


in Look, American Weekly, This competitively 


Week, Popular Science and Populai 


Mechanics. priced at $69.50 


Disston offers dealers 


saw blade merchandiser Compared with other nationally advertised guns, the 
Stevens 77 has it — feature for feature. Trim lines... 
Dealers are offered a free coun- perfect balance . . . smooth, fast, dependable action. 
ter or perforated board display 5-shot capacity — 12, 16 and 20 gauge. Feature the 77 and 
unit when they buy a 110 blade you'll tap a new source of volume sales. Model 77-SC in- 
package deal for hack saw replace- pronv ae ie and tapiinn Fg Pee ema 
ciate tie ‘om i , nd now there’s a 3-inch magnum mode -M recoil pa 
a from the pone Div., H.K. for $81.50 (12 and 20 ga. only). Write us on your letter- 
Porter Co., Inc., Philadelphia. head, mentioning your jobber, and we’ll send you a free 
Retail price of the saw blades is set of handsome game prints suitable for framing. 
$48.20. Besides the permanent dis- Savage Arms Corporation, Sporting Arms Division, 
Chicopee Falls 233, Mass. 


PEGGUERREES Gas. 


med 1 


F% 


; 


play, dealers get free promotion 
aids such as self-mailers and en- 
velope stuffers. 


Sharon fastener deal 22 
allows for old stock MODEL 
Sharon Bolt & Screw Co., Nor 


wood, Mass., has a combination ead pavage | Stevens KF px 


deal for dealers who wish to mod- 
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Manufacturers Promotions 





(Continued ) 


ernize their fastener displays and 
stock without being penalized for 
broken sizes they have on hand. 
Dealers supply a list of their 
broken package Sharon 
fills in only those sizes which are 
needed to complete the fastener se- 
lection. This new stock is shipped 
with a Sharon Self Serv rack. In- 
cluded with the display are empty 
trays for the items the dealer has 
on hand. The display, valued at 
$75, is free as part of the deal. 


stocks. 


Structo Mfg. Co. buys 
two television shows 

Structo Mfg. Co., Freeport, Ill. 
toy maker, will sponsor two net- 
work Captain 
Kangaroo, and Ding Dong School 
this fall. Programs will start Sept. 
14 and will run 13 weeks in more 
than 100 cities. 


television shows, 


Structo is supplying dealers with 
featured as 
free offers on both shows. Dealers 


books which will be 


will also receive Captain Kangaroo 
and Ding Dong School banners, 
radio, television and newspaper ad 
copy. 


Remington offers rental 
plan for stud drivers 

A rental plan for Mighty-Mite 
cartridge-powered stud drivers is 
offered to dealers by Remington 
Arms Co., Inc., Power Tool Div., 
Bridgeport 2, Conn. 

Under the plan, dealers would 
make a profit from the tool rental 
plus the sale of cartridges and 
studs. Remington’s discount plan 
features a one-third discount, 5- 
plece display kit, and aluminum 
demonstrating jig. 


Thermos brand products 
featured in promotion 

The American Thermos Prod- 
ucts Co., Norwich, Conn., is spon- 
soring a picnic-vacation theme pro- 
motion of its Thermos brand prod- 
ucts. 

The program will feature Ther- 
mos vacuum bottles, picnic jugs, 


NEW 4in 1 
. OUTLET 
=~ GIVES YOU 


EXTRA SALES: 


y 


7 y 
5 —$—+ 


Extra sales! New dollars for you! Perma-Plugs have proved 
that they sell on sight! Every passer-by buys. A sure cus- 
tomer pleaser. Be sure to order today from your distributor. 
DISTRIBUTORS: Write today for franchise information. 


SAFE! U.L. Approved. 


EASY-TO-INSTALL. Fits any standard out- 
let. 15 Amp. 125V. A.C. Just remove one 
screw and plate. Install the same way. 


RMA-PLUG 


U.S. PAT. NO. 2702893 


1} = i+ 
em (-}|| remove og the 


PERMANENT. Handsome, compact, neat 
cannot be pulled out. 


<< Just 7 Install 


one screw [> ~ | same 
and plate way 


CSA Approved 


PACKED TO SELL = 
ON SIGHT! | A 


Six mounted on at- 
tractive display | 
board, or singly 
on complete self- 
selling card. 


ice chests, outing kits, oval coolers 
and two new products, the Chilly- 
bin and the Fireliter. 

The promotion will be backed by 
ads in Saturday Evening Post, 
Sunset, Farm Journal, and a 3- 
page ad in Field and Stream. 


3 Mirro products to get 
special price this fall 

Three Mirro products will carry 
special retail prices through Dec. 
31. 

The 4-qt. Mirro-Matic pressure 
pan, regular $14.95, will be offered 
at $10.95. The Mirro electric corn 
popper, regular $6.95, will be of- 
fered at $5.95. The large Comet 
Roaster, regular $7.25, will be of- 
fered at $5.95. 

A display banner and newspaper 
ad mats are available for dealer 
promotion. 


Burgess begins heavy 
2 > 
promotional campaign 
An ad campaign covering every 
major media has been started by 
Burgess Vibrocrafters, Inc., Grays- 





(fc » NOW 
Wrigre”*. 


PERMA. 


*Reg. Trade Mark | 


t 


Available in =e eas 


ne, 
¢ “a, 
Ivory 79 | ee 
Fr 
= os 


VocaALINE COMPANY OF AMERICA INC.  otp savsroox, conn. 


MAKERS OF FAMOUS TWO-WAY RADIOS, VOCATRON INTER-COMS AND OTHER ADVANCED ELECTRONIC PRODUCTS 
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Manufacturers’ Promotions 


(Continued ) 





lake, Ill., covering its full line of 
electrical items. 

Theme of the entire promotion is 
“Best Bet BVI.” This theme will 
be seen on the TV shows of Jack 
Paar and Dave Garroway. The 
Don MeNeill and Art Linkletter 
shows carry the radio segment of 
the campaign. 

Large ads in Sunday newspapers 
in key cities will be used. These 
magazines and newspaper supple- 
ments will carry advertising: Sat- 
urday Evening Post, Look, True, 
Esquire, Popular Mechanics, This 
Week, Parade, Family Weekly and 
Suburbia Today. 


Dennis Mitchell to have 
pre-Christmas promotion 

A special pre-Christmas holiday 
promotion of Custom Line tray ta- 
bles will be launched on Sept. 13 
by the Housewares division of Den- 
nis Mitchell Industries, Philadel- 
phia. 

The promotion will begin a last 
quarter sales drive for King and 
Queen size trays in the custom 
line. Seven new tray tables will also 
be introduced. 


Liberty group features 
special $2.49 casserole 

Liberty Distributors’ wholesalers 
are offering dealers a 2% quart 
casserole with brass serving stand. 
The bowl may be used as a serving 
bowl, snack dish, or mixing bowl. 

The oven-proof bowl comes in a 
gift box and includes a slip-on “fact 
tag’ about the uses of the item. 

Suggested retail is $2.49 East; 
$2.69 West. 


Tait Mfg. Co. publishes 
magazine for customers 

A bi-monthly magazine, “The 
Witching Rod,” is being published 
by Tait Mfg. Co., Dayton, for its 
water systems customers and their 
salesmen. The 16-page magazine 


comes in color and covers a wide 


scope of product news, selling tips, 
case histories, and how-to-do-it ar 
ticles, 











The VA line 


of bright wire hardware 





1342” metal dis- 
play panels avail- 


Ath able with Hindley 

i ANAL Eye Bolts, ‘‘U’’ 

ay »& 9 yee Bolts and Turn- 
buckles. 


No. 514A No. 600 No. 700 


P-10 Plumbing Assortment »> 


The most wanted plumbing repair parts packaged 
in a handsome metal display box. Individual refill 
cartons in convenient small quantities also available. 


1 SS > 
Hindley Cotter Pins 


Precision made in a wide variety of 
metals, shapes and sizes, from 4,” to 


142” diameters. 
a? 4 BUY THROUGH 


YOUR WHOLESALER 


indley | sya HINDLEY MANUFACTURING COMPANY 


Since or7 Cumberland, Rhode Island 
WIRE HARDWARE + COTTER PINS ° PLUMBING SPECIALTIES 
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News About Dealers: Year "Round Outdoor 


Living Items Featured at Savannah Store 





Savannah, Ga.—WESTGATE 
HARDWARE STORE recently 
held its grand opening in 
the Westside Shopping Cen- 
ter. Owners, George Barthel- 
mess and Harry Vetter, see 
a trend to outdoor living all 
year ’round. With this in 
mind they have featured 
outdoor living and sporting 
equipment for any season. 
These specialty items quite 
effectively back up the cabi- 
net hardware, plumbing sup- 
plies and other hardware 
staples stocked at Westgate. 


Harrison, Mich.—Morton’s 


Hardware recently pulled all 
of the town’s bargain hunt- 
ers into the store for its first 
Crazy Days sale. A _ full 
page newspaper ad_ kicked 
off the nine-day event. 
Lively, comical ad copy com- 
bined with rock bottom 
prices to stimulate record 
crowds at the store. Many 
unadvertised specials drew 
curious customers from 
many miles. Prices ranged 
from 5¢ a pound for zinc- 
coated nails to a $19.95 pres- 
sure canner. 

(Continued on page 95) 





Fishing Tackle Assn. 
Elects A. J. Boehm 
Andrew J. Boehm has 


been elected executive direc- 
tor and treasurer of the As- 
sociated Fishing Tackle 
Manufacturers, succeeding 
J. M. Holmes who died Aug. 
16 from injuries sustained 
in a recent automobile acci- 
dent. 

The 
the 
show 
ville. 

Mr. Boehm wil resign as 
vice-president and treasurer 
of P. & K. Co., Momence, 
Ill., tackle manufacturer to 
assume his new duties. Of- 
fices of the AFTM will move 
shortly from Washington, 
D. C., to Chicago. 


election 
six-day 
this 


of 
trade 
Louis- 


was part 
AFTM 
month at 


Wholesalers’ Shows 
For Hardware Dealers 


Ace Hardware Corp., Jan. 
3-5, Chicago, Conrad Hilton 
Hotel, 36th annual conven- 
tion and exhibit. 

Hibbard, Spencer, Bartlett 
& Co., Jan. 24-26, Evanston, 
Ill., company warehouse, 
2201 Howard Ave., 7th an- 
nual merchandise show and 
convention for Associated 


Dealers. True Value, Asso- 
ciated Hardware, Auburn 
Hardware Co. dealers in- 
vited. 

Wholesalers’ shows and 
conventions previously an- 
nounced are listed in the 
Convention Calendar. 


Atkins Names Sheppard 
Hardware Sales Head 


Frank §S. Sheppard has 
been promoted to sales man- 


FRANK S. SHEPPARD 


ager of Atkins Hardware 
Div., Borg-Warner’ Corp., 
Indianapolis, Ind. He has 
been with the company 42 
years in manufacturing, fi- 
nancial, sales and service de- 
partments. 


92 ¢ HARDWARE AGE, August 27, 1959 


a? “; 
€ 
ef): 


Ww. M. HUIE 


Beck & Gregg's Huie 
Is President of SGJA 


W. M. Huie, vice-president 
of Beck & Gregg Hardware 
Co., wholesaler at Atlanta, 
Ga., has been elected presi- 
dent of the Sporting Goods 
Jobbers Assn. 

Also elected to office at the 
association’s annual meeting 
in Chicago, Aug. 3, was Ross 
Riddle, sporting goods buyer 
of Stratton-Terstegge Co., 
wholesaler at Louisville, Ky. 
Mr. Riddle is SPJA’s first 
vice-president. 


Andler Is Promoted 
Robert C. Andler has been 


appointed assistant sales 
manager, linseed oil depart- 
ment, Spencer Kellogg and 
Sons, Inc., Buffalo. He will 
remain in charge of the 
trade sales department. 


Stanley Hardware Has 
Marketing Manager 


George W. French has been 
appointed to the newly-creat- 
ed post of marketing man- 
ager, Stanley Hardware, di- 
vision of The Stanley Works, 
New Britain, Conn. 

Mr. French will handle 
new product development 
throughout the division, and 
coordinate marketing pro- 
grams. He will report to 
John W. Bamert, general 
sales manager of the divi- 
sion. Mr. French joined the 
hardware division in 1948. 


Red Head Brand Names 
President's Assistant 


John Anderson, formerly 
a director and buyer of 
sporting goods for Belknap 
Hardware and Mfg. Co., 
Louisville, wholesaler, has 
been appointed assistant to 
the president of Red Head 
Brand Co., Chicago. 





R. A. Wolff To Manage 
Manufacturing Firm 


Nixdroff-Krein Mfg. Co., 
St. Louis, has purchased 
Walsh Mfg. Co., Charles 
City, Iowa, and appointed 
Robert A. Wolff to operate 
the company. 

Walsh Mfg. 
equipment 
cribs, hog 


farm 
corn 


makes 
such 
feeders, wagon 
boxes, sprayers and is dis- 
tributor for allied farm 
products. A new company, 
of the same name, was or- 
ganized by Nixdorff-Krein to 
continue the business. 

Mr. Wolff was general 
merchandising manager for 
Shapleigh Hardware Co., St. 
Louis wholesaler, and before 


as 


ROBERT A. WOLFF 


that with Hibbard, Spencer, 
Bartlett & Co., Evanston, 
Ill. Mr. Wolff is vice-presi- 
dent and general manager 
of Walsh Mfg. 
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W. J. MeGRAW 


W. J. McGraw Joins 
American Power Tool 

William J. McGraw, for- 
mer manager of electric tool 
sales, Thor Power Tool Co., 
Aurora, Ill., has been ap- 
pointed assistant sales man- 
ager of American Power 
Tool Co., Toledo Ohio. 


A. W. Greene Elected 
President of Heath 


Allan W. Greene, former 
general manager of Moto- 





Mower, Inc., Richmond, Ind., Bat]ders’ Hardware Association Celebrates 
25th Anniversary at New Orleans Convention 


and a 
of its 


former vice-president 
parent company De- 
troit Harvester, has _ been 
elected president of the 
Heath Co., division of Day- 
strom, Ine., Benton Harbor, 
Mich. Heath manufactures 
electronic equipment in kit 
form. 


2 Hardwaremen Named 
To C. of C. Committee 


Two hardwaremen have 
been appointed to the U. S. 
Chamber of Commerce Do- 
mestic Distribution Commit- 
tee for 1959-60. 

They are F. Hardy Rick- 
beil, president of Rickbeil’s, 
Inc., Worthington, Minn., and 
John B. Valentine, president 
of Valentine Hardware Co., 
Boulder, Colo. 

The committee will study 
national legislation concerned 
with distribution, with spe- 
cial attention to legislation 
that would reduce competi- 
tion. 





Ox Fibre Brush Marks 
Publishes 16-Page Book on Company History 


Ox Fibre Brush Co., Fred- 
erick, Md., is currently cele- 
brating its 75th anniversary. 


To mark the event, Ox 
Fibre has published a _ 16- 
page booklet outlining the 
history of the firm to date. 

John K. Robinson founded 
the forerunner of Ox Fibre. 
It was Tropical Fibre Co. 
which produced fiber from 
palmetto (small palm trees). 
Mr. Robinson originated the 
idea of using palmetto fiber 
in brushes and sold it to 
brush makers. 

McClintock Young and 
Mr. Robinson developed a 
brush making machine and, 
with John Moravia, opened 
the company’s first brush 
making plant in Frederick, 
Md., in 1887. In 1892 a new 
larger plant was built which 
is still part of the present 


75th Business Year; 


plant. Automatic machines 
were perfected and produc- 
tion zoomed. 

A separate sales organiza- 
tion was needed, and in 1902 
the present company name 
was adopted to sell the prod- 
ucts of the Palmetto Fibre 
Co. Several years later these 
firms were merged into one 

the Ox Fibre Brush Co. 
Top executives down 
through the years include: 
J. K. Robinson, Jr., son of 
the founder, president; Al- 
fred McEwen, president, 
who died in a fire at his 
home in 1958. 


as 


Present officers are: Fred- 
erick W. Weitzel, president; 
Melvin H. Partridge, vice- 
president; Joseph Styche, 
treasurer; Doyle W. 
sales manager. 


Carr, 


JAS. C. CARROLL 
NBHA president 


Twenty-five years of ser- 
vice to industry will be the 
theme of the annual conven- 
tion of the National Builders’ 
Hardware Assn. in New Or- 
leans Sept. 27-30. 

Almost all space at the Ex- 
position has been sold. Pro- 
grams have been arranged, 
with speakers from industry 
and with an all-star program 
at the twenty-fifth anniver- 
sary banquet. The programs 
and Exposition will be at the 
Municipal Auditorium. 

Following are convention 
highlights, and some of the 
speakers: 

The convention opens Sun- 
day, Sept. 27, with meetings 
of the boards of NBHA and 
the American Society of 
Architectural Hardware 
Consultants. That evening 
the associations hold a recep- 
tion in the _ International 
Room at the Hotel Roosevelt. 

The first open meeting will 
be on Sept. 28 at 10 a. m. 
One of the speakers will be 
Clayton tand, Tennessee 
newspaper columnist. The 
Exposition opens at noon, 
closes at 6 p. m. the first day. 
The ladies’ annual luncheon 
will be at 12:30 p. m. at 
Hotel Roosevelt. “Pie” Du- 
four, New Orleans newspa- 
perman, will speak. Monday 
evening is open. 


ROBERT A. WESCHE 
ASAHC president 


The ASAHC program is on 
Sept. 29, at 10 a.m. Howard 
MacCarthy, Jr., will be mod- 
erator of a panel discussion. 
August Perez, New Orleans, 
will speak on “What the 
architect expects from the 
Architectural Hardware Con- 
sultant.” Walter T. Bobbitt, 
Jr., Oklahoma City, will 
speak on “What the Archi- 
tectural Hardware Consul- 
tant expects from the archi 
tect.” The Exposition will be 
open from noon to 6 p. m. 

The 25th anniversary ban- 
quet will be held Sept. 29 in 
the evening at the Roosevelt 
Hotel. Herb Shriner, tele- 
vision star, will be master of 
ceremonies. The musical] 
show will based on hit 
tunes of the years since 1934. 

The closing day events, 
Sept. 30, begin with the 
NBHA members breakfast at 
8:30 a. m. The Exposition 
will be open from 11 a. m. to 
o p. Mm. 

Hotel reservations can be 
made through NBHA, 515 
Madison Ave., New York 22, 
De. Be 


be 


Company Changes Name 

Detroit Harvester Co., Oak 
Park, Mich., has changed its 
corporate title to Dura Corp. 
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This man is suffering from ‘‘Squeak- 
itis’’ a universal affliction caused 
by door, window and drawer 
squeaks and rattles, sticking locks 
and other simple, but annoying, 
lubricating problems. Help him! 
Don’t sell him a pair of ear muffs 
—sell him one or more of these 
AGS home and car lubricants. 


Ta, , 
UMMING « WEATHERPROOF 


LUBRICATING 
COMPOUND 
with SILICONE 


PREVENTS 
PREEZING, STICKING 


Graphited ii. We i | 
é | WIMIMATES SQUEAKS 


LOCK FLUID 








LOCK-EASE © Graphited Lock Fluid 

Perfect rust-proof, frost-free protection for auto, 
household locks and padlocks. Nationally advertised 
4-oz. “drop or stream” can 49c. 


AMERICAN DRIPLESS OIL 

Penetrates fast—deep—-where ordinary oils can’t 
reach. Provides superior lubrication and rust pro- 
tection for appliances, tools, guns, etc. Nationally 
advertised “drop or stream” 4-oz. can 39c. 


DOOR-EASE® STICK LUBRICANT 

Prevents sticking and squeaking of doors, win- 
dows, drawers, etc. Clean and easy to use—like a 
crayon. Large size, 49c packed 6 to a display box; 
Universal, 19¢ size in counter display of 12. 


SIL-GLYDE © lubricating compound with Silicone 


A super-film strength, longer lasting, multi-use, 
miracle lubricant for auto, home and sports uses. 
Weatherproof—won’t freeze, gum or melt. Effective 
from 20° below zero to 400° F. above. In handy aero- 
sol can to easily lubricate hard-to-reach areas such 
as sticking metal and wood window channels and 
casement windows; eliminates squeaks on friction 
surfaces on cars, bicycles, skates, toys, tools; water- 
proofs boat and car ignition systems. Safe on rubber, 
metal, wood, plastic. 6-oz. aerosol in display of 12— 
$1.49 each. Also in 1%-oz. bubble-packed tube—89c. 


See your supplier or write 


AMERICAN GREASE STICK COMPANY, 
MUSKEGON, MICHIGAN 


Ag. 


-D <a 
PRODUCTS SI “200 
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—— News of the Trade 


news in brief of 


MANUFACTURERS AGENTS 


@ Salem Tool Co., Salem, Ohio—Ohio to George R. Wil- 
liams; Michigan to A. L. Burnham and Associates; Minne- 
sota, North Dakota and South Dakota to P. E. Chappel; 
Illinois and Wisconsin to Glen Gronberg; North Carolina, 
South Carolina, Georgia and Florida to Fred W. Partridge; 
Maryland, Delaware, southern New Jersey, southeastern 
Pennsylvania to George E. Perry; and eastern Canada to 
Don Mills. 


@ Van Brauman and Co., Dallas—The company will move 
from 2410 Harry Hines Blvd. and 2011 Cedar Springs to 
new office and warehouse headquarters in the Brook Hollow 
Industrial District, 8920 Diplomacy Row, about Sept. 1. 


@ Art Wire & Stamping Co., Newark, N. J.—Hawaii to 
Stan Phillips and Associates who have appointed Gordon 
Dougherty representative in that state. New offices are 
at 149 Kaimi St., Kailua. 


@ Glamorene, Inc., Clifton, N. J—New York and New 
Jersey metropolitan area to Bernie Leinoff Associates. 
Raymond G. Schroeder, former Glamorene factory sales 
representative will join the Leinoff organization. 


@ Falls City Div., Stratton & Terstegge Co., Louisville, 
Ky.—Eastern seaboard states south to Virginia and West 
Virginia and Pennsylvania to Keith-Nicholas Co. 


@ Arro Expansion Bolt Co., Marion, Ohio—Southern Calif- 
ornia, Arizona and southern Nevada to George P. Wilcox, 
Jr. of Los Angeles. 


@ Marion Handle Mills, Marion, Va.—Virginia, West Vir- 
ginia, North Carolina, eastern Tennessee and eastern Ken- 
tucky to Guy V. Lewis of Roanoke, Va. 


@ Central States Paper & Bag Co., St. Louis, Mo.—Michi- 
gan, Ohio, Indiana and northern Kentucky to Jim Aftel 
Co., Detroit, Mich. 


@ Quickee Products, Yonkers, N. Y.—Ohio to Daniel 
Beifuss, Bay Village, Ohio. 





Winchester Appoints 
Assistant Sales Head 


George W. Rahing, former 
eastern regional sales man- 
ager, has been appointed as- 
sistant sales manager of 
Winchester-Western Div., 
Olin Mathieson Chemical 
Corp., New Haven, Conn. 
Mr. Rahing has been with 
the company for 21 years. 


Harold Jordan Retires 
At Jacobsen Mfg. Co. 


Harold E. Jordan is retir- 
ing after 14 years as adver- 


CLAUDE O. ROBERTS 


Langley Corp. Names 








Roberts Sales Manager 


Claude QO. Roberts, for- 
merly assistant to the presi- 
dent of Langley Corp., San 
Diego, Calif., has been named 
general sales manager. 

Mr. Roberts was associated 
with Convair-San Diego be- 
fore he joined Langley last 
year. 


tising manager, Jacobsen 
Mfg. Co., Racine, Wis. 

Mr. Jordan joined the com- 
pany in 1945 and established 
the advertising department 
which he headed. His career 
covers 45 years of advertis- 
ing experience. He has been 
employed by Johnson Motors, 
Waukegan, Ill. and Hamilton 
Beach Mfg. Co., Racine, Wis. 








Black & Decker Names 
Public Relations Head 


John F. Apsey, Jr. has 
been appointed to the newly- 
created position of public re- 
lations director, Black & 
Decker Mfg. Co., Towson, 
Md., by Robert D. Black, 
board chairman and presi- 
dent. 

Mr. Apsey had been sales 
promotion and advertising di- 
rector since 1955. He joined 
the company in 1927 and was 
named advertising manager 
in 1935. 

G. Harvey Porter, advertis- 
ing manager, industrial-auto- 
motive division, succeeds Mr. 
Apsey as advertising man- 
ager of the company. Mr. 
Porter joined the company as 
a sales correspondent in 1952. 

Donald F. Reno was named 
assistant advertising man- 
ager, hardware division. 


Fuller's James Reinthal 
Replaces Esther Hamon 


James Reinthal, assistant 
sales manager of Fuller Tool 
Co., New York City, has 
been named to replace Es- 
ther Hamon, Fuller’s West 
Coast sales representative. 

Miss Hamon will retire 
from the company on Aug. 
ol. 


Dinner Deadline Set 


Sept. 10 has been set as the 
closing date for reservations 
at the second annual dinner 
party sponsored by the Cen- 
tral States Hardware Club in 
the Grand Ballroom of the 
LaSalle Hotel, Chicago, on 
Sept. 14. Maurice B. Coss- 
man, vice-president, Ekco 
Products Co., Chicago, will 
be the guest speaker. 


Upson-Walton Names 
Korman Sales Director 


Henry B. Korman, former 
sales manager, Upson-Walton 
Co., Cleveland, was promoted 
to director of sales. 

LeRoy M. Hosick, former 
assistant sales manager, suc- 
ceeds Mr. Korman. 


News About Dealers 





(Continued from page 92) 


Grove City, Calif. — The 
Chapman Brookhurst corner 
is the site of JAc’s PAINT 
AND HARDWARE store in the 
Plaza. Berwyn Jacamin, 


News of the Trade 





owner of the new store, will 
stock gifts, artists’ supplies, 
picture framing _ supplies, 
shades and housewares. 


Biltmore, N. C. — Nation- 
ally known brands of appli- 
ances, radios, TV sets and 
power tools will be stocked in 
the McNEIL HARDWARE Co., 


which recently opened here. | 


The store is owned by Wiley 
McNeil, formerly manager of 
Lowe’s Ashville Hardware 
Co. 


Canton, Kan. — McCALL 
HARDWARE was bought by the 
Lloyd Rasmussens to supple- 
ment their building and con- 
tracting, plumbing and heat- 
ing and electric appliances 
business. O. F. 
the former owner. 


Caro, Mich.—Ivan C. Han- | 
BALD- | 
WIN HARDWARE in Howell for | 


son, formerly with 
24 years, recently opened a 
hardware store in the Mce- 
Nair building, previously oc- 


cupied by the Detroit Edison | 


Co. 


Elwood, Neb.—A 
Grand Opening was staged 
by James J. Leggott as he 
launched the newly decorated 
and completely remodeled 


one-day 


store. Free coffee and dough- 


nuts were served and floor 


prizes presented. 


Our Own July Meeting 
Draws 1400 Attendance 


The annual summer stock- 
holders’ meeting and mer- 
chandise show of the Our 
Own Hardware Co., dealer- 
owned wholesaler at Minne- 
apolis, closed with an over- 
all attendance of 1400, of 
which some 500 were Our 
Own dealers. 

S. P. Duffy, president, told 
the stockholders that the 
company’s first six months’ 
operations were excellent. 

Our Own’s department 
heads previewed fall and 
holiday lines and promotional 
plans in auditorium sessions, 
in addition to dozens of 
manufacturers’ exhibits 
maintained for the three-day 
show. 

Buying was brisk, espe- 
cially in broad gift and toy 
selections. The dealer exhib- 
its will be left intact through 
October for the benefit of 
those dealers who could not 
attend. 


McCall was| 


BACK TO 


y SCHOOL J 

» SPECIAL | 

| ftom Borden 
V4 GZ. arid 4oz 
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STRONG 
QUICK set Ting » pries cle 


"000 PAPER CLO 


Tw an 
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There's extra profit in Elmer's Glue-All if you take advantage of our “Back-to 
School” special on the 1% oz. and 4 oz. sizes. Order twelve—pay for eleven— 
dealer dates: August 24th through September 18th. In handy squeeze bottles 
Order today from your supplier-——or write The Borden Company, Dept. HA-89 


Ome 350 Madison Avenue, New York 17. N.Y 





FOR THE 


J HOME HANDYMAN 
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SELFIX 


PRODUCTS 
ARE 


$0 EASY 





> MOISTEN 
5) WITH WATER 


The most complete 

and fastest selling line 
of bath and kitchen 
self-adhering accessories 
in America 





NO NAILS! NO SCREWS! 


NO GLUE CAPSULES TO OOZE OR LOSE! 


Consult your listings or write for complete information 


SELFIX PRODUCTS COMPANY 
223 WEST ERIE STREET, CHICAGO 10, ILLINOIS 
Want more facts? Circle 158, p. 55 
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— News of the Trade 


brief reports of 
MANUFACTURERS SALESMEN 


@ Millers Falls Co., Greenfield, Mass.—Gerald M. Bruton, 
formerly buyer and salesman of builders’ hardware with 
San Gabriel Valley Lumber Co., San Gabriel, Calif., to sales 
representative in metropolitan Los Angeles; Elwood H. 
Gibson, formerly with Gibson Hardware Co., Willoughby, 
Ohio, te sales representative in Ohio, Michigan, western 
Pennsylvania and West Virginia; Robert L. Davis, formerly 
with Davidson Sales & Service, Denver, to sales representa- 
tive in Colorado, New Mexico, Montana, Utah, Wyoming 
and El Paso, Texas. 


@ Pennsylvania Power Mower Div., American Chain & 
Cable Co., Exeter, Pa.—Robert L. Jones from district sales 
representative to Houston district sales manager; Leo G. 
Hawke from the Pennsylvania sales staff to Kansas City, 
Mo. district sales manager. 


@ Nichols Wire & Aluminum Co., Davenport, Iowa — 
Robert E. Huson from Philadelphia sales representative to 
eastern district sales manager; Lloyd G. Miller from 
Minneapolis and Chicago sales representative to Midwest 
district sales manager. 


@ Chicago Spring Hinge Co., Chicago—William F. Reilly 
to Delaware, Washington, D. C., Maryland, Pennsylvania, 
Virginia, West Virginia and southern New Jersey; Robert 
G. Thomas to Alabama, Mississippi, eastern Tennessee and 
eastern Florida. 


@ Knape and Vogt Mfg. Co., Grand Rapids, Mich.—Richard 
P. Garrett from Babcock, Hinds and Underwood, Inc., in- 
dustrial supply distributor, to upper New York state and 
Pennsylvania except the Philadelphia area. 


@ Standard Screw Co., Bellwood, Ill—Paul L. Peyton, Jr. 
from Standard’s Hartford Machine Screw Co. division to 
northern New Jersey and metropolitan New York City 
area. 


@ Ideal Toy Corp., New York—William Schrader from rep- 
resentative for Colec Sales Co., Los Angeles, to the north- 
western states with headquarters in the Los Angeles 
branch office. 


@ Kwikset Sales and Service Co., Anaheim, Calif.—George 
Jackson from sales and data processing departments to 
representative in northern New York, Vermont, New 
Hampshire and Maine. 


@ Mirro Aluminum Co., Manitowoc, Wis.—Earl Jergens 
from assistant sales manager to sales manager in Chicago. 
He succeeds Harold P. Brady, sales manager since 1949, 
who has retired after almost 40 years with the company. 


@ E Z Paintr Corp., Milwaukee—Len F. DeRusha from 
sales representative in Wisconsin and upper Michigan to 
Midwest divisional sales manager. 


@ General Filters, Inc., Novi, Mich.—E. L. Wehunt from 
manager of the Crane Co. branch at Greensboro, N. C. to 
sales representative for Georgia. 


@ Yale Materials Handling Div., Yale & Towne Mfg. Co., 
Philadelphia, Pa.—J. J. Curry to Midwest regional sales 
manager in Michigan, Ohio, Indiana and Kentucky. 


@ Bruning Brothers, Inc., Baltimore, Md.—Charles R. Gar- 
bart to service distributors in the newly-created New York 
and Pennsylvania territory. 


@ Savogran Co., Norwood, Mass.—George J. Speich to dis- 
trict manager of western New York state and Pennsyl- 
vania. 

@ Adelphi Paint & Color Works, Inc., Ozone Park, N. Y.— 
A. Milton Eike to cover western and central Virginia. 








D. E. Noble Elected 
Rubbermaid President 


Donald E. Noble, former 
executive vice-president, was 
elected president of Rubber- 
maid Inc., Wooster, Ohio, 
last week. 

Mr. Noble has been acting 
president since the resigna- 
tion of Forrest B. Shaw, 
president and general man- 
ager. Mr. Shaw had been 
with the firm since 1945 and 
president since 1958. 

Mr. Noble joined the firm 
in 1941 as chief accountant 
and assistant manager. He 
was elected a vice-president 
in 1956 and executive vice- 
president in 1958. 


Badger Club Elects 
Siegel as President 


Leonard Siegel, Standard 
Electric Supply Co., was 
elected president of the Bad- 
ger Housewares Club at its 
annual summer golf outing 
at the Tuckaway Country 
Club in Milwaukee. 

Other officers are: Norman 
Saichek, manufacturers’ rep- 
resentative, vice - president; 
Howard Klug, Frankfurth 
Hardware Co., secretary; 
Charles Schneck, Schneck 
Electric Co., treasurer. New 
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members of the board of di- 
rectors are: Gilbert Erdman, 
Badger Paint Stores; Joe 
Keppeler, Hesco Electric; 
Tory Smithback, Wolf, Kub- 
ly, Hirsig; Frank Snyder, 
manufacturers’ representa- 
tive: Will Olson, West Bend 
Aluminum Co. 


Pot & Kettle Clubs 
Elect Adams President 


C. Roderick Adams was 
elected president of the As- 
sociated Pot & Kettle Clubs 
of America at a recent con 
vention in Harrison Hot 
Springs, British Columbia, 
Canada. 

Mr. Adams is an associate 
of R. S. Barkell Co. and has 
been in the housewares-hard- 
ware-giftware business in 
San Francisco since 1926. 


Wayne Mower Division 
Elects Jock Sales V-P 
Paul F. Jock has 


elected vice-president of sales 
for the new Power Mower 
Div. at the Wayne Home 
Equipment Co., Fort Wayne, 
Ind. 
Mr. 


power 


been 


Jock has been in the 
mower field 10 years. 





Washing Machine Cuts Farm’s Milk Loss 


— 


Sina IE ay 


That's Mrs. Bakan and her versatile automatic washer. 


saved a 
’.. farmer from a heavy loss in an emergency. 
Farmer Alex Bakan’s milk cooling equipment broke down 
and he was faced with a loss of 100 gal of milk a day. The 
milk cannot be shipped uncooled. Mrs. Bakan suggested 
that her Maytag automatic washer was big enough to hold 
the 10 gal of cream skimmed off the daily milk supply. So, 
the Bakans scalded the washer and set about converting 
cream into butter. By the time the cooling equipment was 
fixed, nearly 500 quarts of butter were on hand. Moral: A 
good automatic washer makes a good butter churn. 


American ingenuity is a wonderful thing, and it 
Burgaw, N. ( 


Cw 


with 
PLASTIC. PIPE 


you can’t tell \ Pe 
by : 


mY) 41 i ee 


be 
) SURE with 


¥ tT, 


backed by PIONEER RESEARCH 
and GUARANTEED IN WRITING 


Performance is not in the “look” of plastic pipe. It’s in the 
ingredients, the skill with which it is manufactured, and the 
proof of performance through rigid tests. Crescent Plastics 
is a pioneer in the relatively young field of plastic pipe. 
Through research, we continually improve our product and 
find new and better raw materials. Our testing laboratory, 
one of the industry's leaders, checks results before the pipe 
is marketed. That’s why every foot of Cresline pipe is guaran- 
teed in writing to perform as specified. 
PIONEER MEMBER OF 


Before you order any kind 
of plastic pipe, challenge 
us to prove you'll 

do better with Cresline. 


CRESCENT PLASTICS, 
Dept. A-9 * 955 Diamond Ave. * 


Complete Technical and Engineering Services Available 


INC. 


Evansville 7, Indiana 


PLASTIC PIPE OF ALL KINDS FOR 








WATER SYSTEMS GOLF COURSES SEWAGE SYSTEMS | 


: 


Want more facts? Circle 159, p. 55 
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Clayton Mark Creates 
Four New Sales Posts 


Clayton Mark & Co., 
Evanston, Ill., has made four 
appointments to new sales 
positions that broaden and 
streamline its water well sup- 
ply and pump marketing pro- 
gram. 

G. E. Rogers, former well 
supplies and pump _ sales 
manager, was named  na- 
tional sales man- 
ager. 

Lee S. Tillery, former as- 
sistant manager of pump 
sales, Was appointed products 
sales manager, Pump Divi- 
sion. 

Gerald J. 
assistant 


accounts 


Hensler, former 
manager of well 


OBITU 


William F. Meyer, Sr. 

William F. Meyer, Sr., 69, 
chairman of the board of 
Meyer Merchandising Service 
and W. F. Meyer & Son, Inc., 
died Aug. 9 in Elmhurst 
Memorial Hospital, Chicago. 
He had been in the industry 
about 50 years. 


John M. Holmes 
John M. Holmes, Wash- 


ington, D. C., former execu- 
tive director and treasurer 
of the Associated Fishing 
Tackle Manufacturers, died 
Aug. 16 from injuries sus- 
tained in a June automobile 
accident. 


Herman F. Davis 


Herman F. Davis, 82, re- 
tired hardware dealer, died 
July 26 at his home in Mer- 
rimac, Mass. He had been 
in the hardware business for 
oO years. 


Louis Poirier 


Louis J. Poirier, 54, former 
manager of Rechlin Hard- 
ware Co.’s West Side branch, 
died July 27 in Mercy Hos- 
pital, Bay City, Mich. 


Vernon A. Palmer 


Vernon. Adrian Palmer, 
59, an employe of Missis- 
sippl Hardware Co., died 
July 27 in a Vicksburg, 
Miss., hospital. 


Carl F. Garny 

Carl F. Garny, 67, vice- 
president and secretary of 
E. R. Wagner Mfg. Co., died 
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supply sales, became field 
sales manager. 

Herbert Agase, former 
product engineer, Was ap- 
pointed product sales man- 


ager for well supplies. 


Arco Paint Co. Elects 
Fritz Vice-President 


Max A. Fritz has _ been 
elected vice-president of Arco 
Paint Co., division of Ameri- 
can-Marietta Co., Cleveland. 

He was vice-president and 
general manager of Robert- 
son Co., Louisville, Ky. Mr. 
Fritz is president of the 
Louisville branch of the Na- 
tional Paint, Varnish and 
Lacquer Assn. 


ARIES 


Aug. 9 in Mt. Sinai Hospi- 
tal, Milwaukee, Wis., after a 
long illness. 


Carl B. Smith 


Carl B. Smith, 52, a field 
sales manager for Savogran 
Co., died July 10 in St. 
Luke’s Hospital, Cleveland, 
after a short illness. 


Charles H. Barnes 

Charles H. Barnes, 63, 
former employe of Huey & 
Philp Hardware Co., Dallas 
wholesaler, and retired hard- 
ware store owner, died July 
19 in a Dallas hospital. 


G. Vander Woude 


Garrett Vander Woude, 66, 
owner of a hardware and 
appliance store, died July 19 
in Kalamazoo, Mich. 


Edwin O. Himes 


Edwin QO. Himes, 80, for- 
mer partner in Albion Hard- 
ware, Albion, Ind., died July 
18 in McCray Hospital, Ken- 
dallville, Ind. 


Harry J. Schwartz 

Harry J. Schwartz, 60, 
owner and operator of Brook 
Paint and Hardware Co., 
died July 13 at his home in 
South Bound Brook, N. J. 


George O. Gray 


George QO. Gray, 87, re- 
tired hardware store owner, 
died July 24 in Muncy Valley 
Hospital, Hughesville, Pa. 
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A report 





HA Photo Angles 


Oxwall Tool Co., New York, celebrated a record sales year 
with a luncheon. During the ceremonies, Sidney Miller and 
Charles Bruckner received gold watches for sharing top honors 
in racking up the highest individual sales record in company 
history. Shown, left to right, co-owner Sidney Blum, Mr. Miller, 
co-owner Max J. Blum, and Mr. Bruckner. 


Top company executives presented a redesigned power mower 
line for 1960 at the annual 4-day sales meeting of Pennsylvania 
Power Mower and ACCO Power Products Divisions, American 
Chain & Cable Co., Inc. sales personnel at the Exeter, Pa. 
plant. Inspecting a 1960 mower are, left to right: M. R. Wilson, 
general manager; C. A. Shera, sales manager; J. W. Mason, 
designer. 





in pictures of events in the trade 





The first of several ‘'Displaymobiles" of Cres- 
cent Tool Co., Jamestown, N. Y., are on the 
road to call on hardware deaiers and whole- 
salers. The mobile showroom is driven by 
Crescent representatives who usually work 
with wholesaler salesmen on dealer calls. 
It is air-conditioned and has plenty of head 
room for easy inspection. 


Winners of the golf tournament feature of Nicholson File Co's 
annual sales meeting receive their awards. The meeting was held 
in Providence, R. |. in late July. Ed Fuller, left, representative, 
won low gross and John Doran, right, representative, won low 
net. Paul C. Nicholson, Jr., president, awarded the cups. 


CRESCENT TOOL 
Yiylaymel 


ESTOWN AY 





Salesman-of-the-year, 1958, Ed Kelly, second from right, receives 
an electric wrist watch in recognition of his achievement for Ekco- 
Flint Div. Ecko Products Co., Chicago. J. J. Culberg, vice-president 
of housewares sales, presents the award. Don Long, left, vice-presi- 
dent of the Ecko-Flint Div., and Richard Fuchs, right, division national 
field sales manager, look on. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
RRR ES ieee 


Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


NOTE: 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 

Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted Representatives Wanted 


Accounts Wanted 








TERRITORIES AVAILABLE 


Mfrs 


markets 


ror Representatives ¢ 
hardware and 
Kestablished product 


for self-service 


alling on 
department 
recently 

(i00d 


super 

stores 
repackaged 

COMMISSION 


Silent-flo Water Filter Mfg. Co. 


Marlboro, Mass. 


outlets 








MANUFACTURERS REPS WANTED 


To sell sensational decorative new line of 
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first 

Box 834, 
Chestnut & 
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Tremendous 
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SIVE PROTECTED 
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variety and chain stores. Good « 
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MMS stot 
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calling ; 
ment, 
W rite 
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1 
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SALESMAN PLUMBING SPEC 
sell for established national distri 
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Y Write. ft rT de 
Replies confidential Akro 
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I rie 


SALES REPRESEN’ 
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tact aint, lumber. 
sul Open territories Western 

England States, Mar 
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BRI 


nissions: 
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TOBBERS AND SALESMEN 
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uminum \W l 
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icturet 
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SALES REPRESENTATIVES 
{ oast to Co: lo sell nuts, bolts, 
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HARDWARI Chestnut & 56th 
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WANTED 
MANUFACTURER'S 
REPRESENTATIVES 


NOW CALLING ON JOBBERS IN 
HARDWARE AND ALLIED FIELDS 


« n+ wn tn ure Ww , + 
an? yt) lal rn he ‘ win } > 1? 
Ohio — Michigan — Colorado — Utah 


Arkansas Oklahoma 


— Louisiana — 


Virginia — Kentucky. 
t 1¢ + } : nr ont pttar c ease 
Box 713, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Wyoming —- Minnesota — The Dakotas — Texas 


Mississippi — New Mexico — Virginia — West 








HARDWARE SALESMEN 


valls High & Protecte 


tory qualified 
FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


OMMISsion 


to salesmen 





ws. i | 


Phila ir | 


Calli on retail hardware and lum 
ard dealers also he ender and electrical 
sup] concerns (one size Screw Ancho 
fits all screws and lesigned for all types 


7. 














ESTABLISHED MANUFAS TURER OF 
PLASTI GARDEN HOSE and _= Sprinklers 
Lawn Edging, Storm Windows, We oc Drop 
Cloths, Tarpaulins, Floor Matting, Shelf Li 
Polyethylene Garment and Household Bags, wants 
aggressive representatives. Fast moving lines at 
dependable service Advis territories covere: 
lines carried Reliance Plastic & Chemical ¢ 
Paterson 26, N. 

MANUFACTURERS’ REPRESENTATIVES 
wanted to named * line of top quality French made 
pipe die stocks and pipe tools such as vis cut 
ters, wrenches, benders. etc on exclusive lis 
tributor basis. Reply iving expert es 
handled, wis of clientele and credit ces 
fox &33 oO HARDWARE Act hestnut & 
Sts., Philadelphia 39, Pa 

SALESMEN WANTED-—Old established ar 
utacturer of America’s finest line of lawn spri 
klers, plant food and Fisherman's Handi-Holde1 
has territory open for salesmen calling on beth 
retail and jobber accounts Liberal commiss 
Excellent opportunity for right maz ubbar 
Manufacturing Co., 6008 Territorial R St 
Paul 14, Minn. 

Accounts Wanted 

ATTENTION, SMALL MANUFACTI ‘ane RS 

) you need a national sales fore: 
problem getting more volume lf vou are 1 
esr te a good line of merchandi that car 
be sold at competitive prices, we are tereste:] 
in representing you. nn ire only interested 1 
saaile. hardware and garden items Our ete: 
ences will = stand Pee ugh investigation No 
salary involved We work on an _  over-write 
All inquiries held in. strictest confidence iy 
. c/o Harpware Acer, Chestnut & 56th St 


Philadelphia ao, Fa. 


ENTHUSIASTIC REPRESENTATION 


work hi: 


Enthusiasm together with hard is 
resulted in successful sales volume We 
seek one additional good line We covel 
the Mid-Atiantic states, nterested in all on 
part We plan on attending the National 
Hardware Show Full details 


832. c/o HARDWARE AGE 
Chestunt & 56th Sts.. Philadelphia 39, Pa. 











HAVE LINE?? Witt SELL!!! 


Well established live wire Sa organiza 
tio seeks one developed 01 pin aio com 
major Ii Complete and efficient cove! 
ige to distributors chains mail order 
catalog ete n Lllinois ina Wisconsin 
(offices and showroom In (*hicago Attend 


Hara Show, N.Y.C 


Box 827. c'o HARDWARE AGE 
shetaet & 56th Sts., Philadelphia 39, 


ware 


in: National 


Pa. 











ILLINOIS and WISCONSIN ONLY tor con 


centrated representation by aggressive three man 
organization. (iver 10 years experience in whole 
sale hardware a1 d tools fiel with chain and cata 
log houses. lumber vards, volume specialty out 
lets Strong personal followin among volume 
buyers in the most unexpected nl aces x 824, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila 
delphia 9, Pa 

NEW YORK AND NEW ENGLAND 

STATES Line Wanted covering hardware, 
houseware rack. drug. tobacco jobbers and chains 
First class references Address Monteith Asso 
ciates, Box 828, Stamford, Com 

AGGRESSIVE, REPUTABLE MANUFAC 
rTURERS REPRESE NTATI\ open for addi 
tional hardware, housewares r garden line tot 
Metropolitan N.Y N.J Have strong, well-estab 
lished following among hardware, housewares and 
garden wholesalers, rack jobbers, chains, and cata 
lowe houses. Thorough know-how promoting, mar- 
keting lines to utmost potential Box 826, « 
HarRDWARE AGE, Chestnut & 56th Sts Philadel 
phia 39, Pa. 

MANUFACTURERS REPRESENTATIVE 
WITH 12 VE ARS OT hutlders hardware exe 
ence desires dditi nal line Now callit on hare 
ware wholesalers. contract hardware outlets, sas! 
and door manufacturers ind OL. F.M wsere f 
builders hardware iz it \ vered bila ~ 
Wisconsin and I rthe ly i B $ ( 
HARDWARE AGE, Chestnut & Sts s 
hia 39, Pa. 

MANUFACTU RER’S REP... concentrate ce 
erage southern Ohio area below Rte. 40 Exter 
sive detail work to Hdwe. stores, Dept. stores 

olume accounts. Covering this are ' . 
Good tollo Wing imong cle ilers i stril t 
Hldwe. and plumbing theld. Will accept e qualit 
line either direct or to bbers B ( 
TARDWARE Ace. Chestnut & 56th Sts... Phi 
phia 39, Pa 

MANUFACTURERS REPRESENTATIV] 


covering Mussouri1, Kansas, Nebraska and Okla 
l 


homa calling on Hardware suilding Supply and 
Industrial Jobbers seeks additional lines. Manu 
tacturer must have at least two accounts presentls 
selling 11 ire De S28, c/o HIARDWARE AG! 
Chestnut & 56th Sts., Philadelphi 9, Pa 








Accounts Wanted 


Business Opportunities 


Business Opportunities 








REPRESENTATIVES 


Covering all phases of jobbers. 
aggressive service 

established actively 
York, Philadelphia, 
ville We carry the 


Can render reliable 
We are national distributors with 
operating branch offices in New 
Detroit, Cleveland and Louis- 
account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 











NEW 
Brother 
lished 20 
and Chain 
centrated 
conflicting 


AGE, 


YORK METROPOLITAN MARKET 
team of Factory Representatives, 
years selling to all ot 
Stores. We offer intelligent 
coverage for the Manufacture 
products. Box 720, c/o 
Chestnut & 56th Sts., Philadelphia 


estai 
lob ers 
ind = corT- 
of 1 
ARDW ARF 


, > 
39 «OY 


classes 


orl 





MANUFACTURERS 
COVERING Minnesota, 
and South Dakota calling 
Yards would like two 
ILARDWARE AGE, 
delphia Pa. 


REPRESENTATIVES 
Wisconsin, lowa, Ni: 
on Jobbers and 
additional lines 
Chestnut & 56th 


‘4 ‘) sts.. 


39, 


Are you satished with your sales volume in Ili 
nois, Indiana, Wisconsin and Minnesota? If mnt, 
our organization do it. Es 
perienced 3 man _ sales concen 
trated and thorough 
chain and specialty distribution field. Box 


qaieti, 
522, « HHaRDWARE Ace, Chestnut & 56th Sts, 
Philadelphia Pa. 


can something 


rorce 


about 
yives you 


coverawe in hardwat «i 


tg 


WANT 
We 


Will 


SALES RESI 
concentrate in 
ana handle two 
highest grade considered 
HaRDWARE AGE, Chestnut & 
phia Pa 


LTS? We 
Michigan, 
additional 
W rite 
56th 


vet thei 
Ohio, Indi 
lines only 
Box 219. ( 
Sts., Philadel 


he ause 


$Y 


MIDDLE 
two 


cellent 


ATLANTIC STATES covered by 
aggressive Salesmen, 12 years experienced ex 
reterences, desire one additional 
sold through the wholesale Hardware, Paint, 
suilding Supply Jobbers. Will be available 
National Hardware Show in New York 

interview For appointment write Box 
. c/o Harpvpware Ace, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 


volume 
line 
and 
at the 
City 

$25 


WISCONSIN: MANUFACTURERS 

retail and wholesale hardware, 
usewares and drug trade, 
quality line Due to compact 
otter concentrated ettort to ill 
ncluding department st and 
W& S 743 N _s 
Wisconsin 


REP. 
paint, 
desires addi 
territory | 
types of trade 
rack jobbers 
Milwaukee 


iow selling 
Variety, he 
tional 
can 


Tes 


Sales, 4th 


WHOLESALE DISTRIBUTORS CONTACT 
ING PAINT, Hardware, Housefurnishing 
Industrial Metropolitan New York and 
suburban embarking on a new policy and 
can take on as manufacturers representatives items 
of merit Ilave good sales force and can produce 
volume business Box c/o HARDWARE AGe, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


and 
trades 


areas, 


Rf) 


MANUFACTURERS REPRESENTATIVE 
now selling most of the hardware and mill supply 
jobbers in Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and _ metropolitan 
Washington with leading manufacturers line 
(ar handle one good additional line to mutual 
advantage. College graduate; have good acquaint 

throughout territory Box 831, c/o Harp. 
WARE AGE, Chestnut & 56th Sts., Philadelphia 39, 
a 


one 


ance 





Business Opportunities 





RETAIL HARDWARE IN PANAMA CITY, 
FLA., TOWN of 40,000. Good tourist trade and 
manufacturing, pipe fitting plant, paper mill and 
dress factory and numerous other small plants. 
Best location for hardware store in Panama City, 
plenty parking room, yacht basin in front of store 
and on left 50 unit new motel. Take $15.000.00 
to handle. Box 822, c/o Harpware Ace, Chest 


nut & 56th Sts., Philadelphia 39, Pa 


| chises 


| ness in small town, central Indiana. 





FOR RENT 


Modern and air conditioned store- 
room, 40 x 100, in new shopping 
center with excel. nt parking and 
traflic. Located in the center of 
Maumee, Ohio, a suburb of Toledo. 
Available now with complete hard- 
ware fixtures. An opportunity for 
aggressive management. 


CROSBY 
Realty & Mortgage Co., Inc. 


717 Madison Ave. Toledo, Ohio 
CH. 3-9294 


SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon’s expanding market. 
$2000 investment sets you up with a com- 
slete inventory and franchised distributor- 
ship in protected territory with manufac- 
turer's full support and cooperation. 


Write: Sharon Bolt & Screw Co., Inc. 


P.O. Box 239 Norwood, Mass. 














DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 








We Have a Franchise Available 


Territory of New Haven and 
Fairfield (‘onnecticut ana 
Northern Putnam and Dutch 
ess Counties York State For de- 
write 


SHARON BOLT & SCREW CO., INC. 
P.O. BOX 2397, NORWOOD, MASS. 


is comprised 
(Counties in 
Westchester. 
in New 


tails 








A RARE BARGAIN!-—Only $15.00 for 
special trial assortment containing one-halt 
of our fifty most popular brass key 

Every blank guaranteed! Order today! 
ELTON CHAIN CO (manutacturers of 
jlanks and sash chain), 81 Kemble St., Rox- 


1’, Mass. 


our 
dozen 


bury 


HARDWARE STORE-—-Established 30 years. 
Complete line of hardware, 
gifts, with franchises | 
and floor coverings 

Nevada in a growing 
ranching principal 
rovernment 


AGE, 


paint, housewares, 
on brand name appliances 
Located in South Central 
community, mining and 
industry, along with several 
installations Box 809, c/o TLARDWARE 
Chestnut & 56th Sts., Philadelphia 39, Pa 





Help Wanted 











HARDWARE STORE 


In populated S. E. Los Angeles area. 
Modern fixtures. Will sacrifice. 
tory approximately $23,000. Must see 
to appreciate. Terms. 11414 Long 
Beach Bivd., Lynwood, California, Lo- 
rain 9-8173. 


inven. 








WANTED SPECIALTY JOBBERS 


3 to 10 in the 
southwestern and northwestern 
good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 


Traveling men midwestern, 
We 


states 
nave a 














HARDWARE APPLIANCE retail store. Es 
tablished for over 40 years. Located in 
California in main shopping area. Clean 
hardware, housewares, gifts and paints with fran 
on brand name appliances and _ television 
Modern store and fixtures Excellent long term 
lease Sales volume for 1957, 
sale at well below cost due to age and ill health 
For details, Box M-26, c/o Harpwar 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


central 
stock of 


¢ S00 000, Sacrifice 


SPECIALTY JOBBERS WANTED Small 
1ardware household item Consumer acceptance 
excellent in Lake Erie area. Production has heen 
greatly increased and we will need nation wick 
listribution Write for details Handell Hook 
Company, 8811 Garfield Blvd., Cleveland 25, Ohio 


FOR SALE: 








Bottle 

(00 dl 

inventory 
P.O. Box 


Hardware and 


Busi 
Farm- 


Will 


(,as 


ing community. 
sell or 


Vill 
lease building. 
Kewanna, Indiana. 


sell at 


W rite 





STORE FIXTURES FOR SALE; four tier 
island fixture—wall fixtures with canopies—metal 
pegboard tool section-—glass adjustable shelves in 
china section—excellent condition—fixtures 
out of former Gamble Store. F.O.B. Rolla, 
contact Hi & R Stores, Ine , 1109 Pine st, 


Rolla, 


AGE, | 





WANTED 
Retail Store Executive 


Unusual opportunity for experienced 
retail store executive to manage a 
large downtown retail hardware store. 
Best retail location in Youngstown 
area. Responsibility for 8 department 
heads employing 68 persons. Annual 
volume one to two million. Ample 
freedom and authority to demonstrate 
executive ability. Compensation con- 
sists of salary and profit participation. 
30 to 40 years old. Applicants must 
show an employment record of con- 
tinuous successful progress in the re- 
tail hardware or variety store field. 
Previous responsibility for at least 25 
employees and annual volume of $500,- 
000 to qualify. 


Contact Mr. Gutknecht 


The Stambaugh-Thompson Company 
114 W. Federal St., Youngstown, Ohio 














Positions Wanted 





MR. WHOLESALER 


finding it difficult 


PRESIDENT, 
to show a net pront: 
aged man with extensive successtul 
experience at all levels available due 
incentive in present position. Prefer 
southeast Salary secondary to opportunity to 
show results Box S13, c/o LLARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


are you 
Middle 
management 
to lack of 
Florida or 





POSITION WANTED AS 
TORY REPRESENTATIVE. 
Sales background Interested 
for an established Hardware, 
trical Manufacturer, 





DIRECT 
Twenty-two 
in Handling a line 
Housewares or kle« 
contacting Wholesalers, 
Chains, Catalogue and Stamp Houses in_ the 
Metropolitan New York Area Box 741, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


FAC 


yei.rTs 
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| Vi Vee. Line 





ALUMINUM THRESHOLDS 












Ne. 435 
Corrugated 


Threshold 4” wide 


Ne. 350 


* Forms positive seal for 
temperature contro! 


Heavy gauge, quality 
extruded aluminum 


Individually packed in 


*> + © 


lation screws 


Twelve thresholds per 
master shipping carton 


- 


VINYL INSERT 
ae 
THRESHOLD * Standard jJengt! s. 
3'2° WIDE Others to order 





v) v, 
Liste e Line 


ALUMINUM PRODUCTS 





Maiutocturers of 


ALUMINUM HARDWARE 
LUSTRE-LINE PRODUCTS 


53 NORTH 2nd ST PHILA. 6. PA 
Phone: MArket 7.3390 


Want more facts? Circle 160, p. 55 


Eliminates drafts, rain, 
snow, dust, insects, etc. 


clear plastic polyethy- 
lene tubes with instal- 





keep profits UP with UPLAND 
SKIN-PACKED WRENCH SETS 


New 


“see-through” packaging sells for 





you—speeds up turnover—boosts profits, 
because THERE'S NO PRICE INCREASE. 


POCKET HEX KEY WRENCH SET 


No. SP-7K—[I-Beam Construction, bright plated. 
Extra strong, tool steel hardened and tem- 
pered Hex Keys. Wearhard surface guaranteed. 
7 keys swivel 180° for easy use. Sizes .050" to 





Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 


not as a part of the advertising contract. Every care is 


taken to index correctly. No allowance will be made for 


errors or failure to insert. 


Lawn Boy Div., 
Outboard Marine Corp. 
Libbey Owens Ford Glass 
Co.., 
Lufkin Rule Co., The 


Lustre Line Products 
M 
Marksman Products Div. of 


3 


Window Glass Div. 82-83 
34-35 


102 








For full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Pa. 


3/16" 
dozen per box, one gross per shipping carton. 
Shipping wt. 36 Ibs. per gross. 


Terms: 


across flats, fit #3 to 3/8’ screws. One 


Retail 9B¢ ea. 


2% 10 days, net 30, F.O.B. factory. 











Want more facts? Circle 161,  P. 55 





HaVe You 
SeeN THE 





Want more facts? Circle 162, P- 55 
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Sell More Tacks 


AND RELATED ITEMS 


You know that people who get tacks 
always buy related items, hammers, 
cutters, wire and screen. Make it easy 
for them. Keep your tack stock up 
front! Designed to stand or hang on 
pegboard. Wonderful for self-service. 
No deals required—get as many as you 
need. Order only the sizes you want. 


W. W. CROSS & CO., JAFFREY, N. H. 


Get Rack Free 


Choose Your Own Assortment! Ask Your Jobber! 


Wan: 
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more facts? Circle 163, p. 55 


1959 


“A 
| Aaero Mfg. Co. 74 
| American Chain Div., 

American Chain & Cable 

Co. 6 
American Grease Stick Co. 94 
American Screw Company 86 
Ames Company, O. 9, 8 
Andrews Co., A. M. 103 
Animal Trap Co. of America 

69, 74 
Armco Steel Corp., 

Sheffield Steel Div. 36 
Atlantic Industrial Corp. 65 
Automatic Spray Service 

Center 59 
Autoyre Division 

Ekco Products Co. 16-17 

B 
Boonton Molding Co. 2 
Borden Chemical Co., The 


Div. of the Borden Co. 95 


Brearley Company 19-22 
Breeze Corp., Inc. 

(Aero-Seal} 64 
Burgess Vibrocrafters, Inc. 23 
C 
Clinton Engines Corp. 76-77 


Colorado Fuel & Iron Corp. 
Wickwire Spencer Steel 


Div. 67 
Crescent Plastics, Inc. 97 
Cross & Co., W. W. 102 
Cuno Engineering Corp. 63 

D 
DeMert & Dougherty, Inc. 75 
Desmond-Stephan Mfg. Co. 86 
Diamond-T-Waxed Paper 
Corp. | . 25 


E 


Eagle Electric Mfg. Co., Inc. 58 
Ekco Products Co. 


Autoyre Div. 16-17 | 
F 
Flex-O-Glass, Inc.., 
Warp Bros. 106 
G | 
Gam Mfg. Co. 104 | 
Gibson Good Tools, Inc. 103 
Gibson Homans Company _ 103 
H 
Hall Company, Joseph 67 
Hindley Mfg. Co. 9| 


Hodell Chain Div.., 


National Screw & Mfg. Co. 105 
Huff Company 103 
Hyde Mfg. Co. 57 

| 
International Molded Plas- 
tics., Inc. 18 
J 
Jefferson Screw Corp. 80 
L 
Lamson & Sessions Co. 33 
Landers, Frary & Clark 
Universal 32 


Morton H. Harris, Inc. 63 
Marshalltown Trowel Co. 104 
Master Lock Co. i 
McGill —, bag >» Co. 88 
Miller & Co., Robert E. 104 
Minnesota + ese & wie 

Co. | 63 

N 
National Hardware Show 31 
National Screw Mfg. Co.., 

Hodell Chain Div. 105 
Nicholson File Company 4 
North & Judd Mfg. Co. ... 87 

p 
PG Pee GM. oc cc cccces 85 


Pioneer Gen-E-Motor Corp. 13 


Plumb, Inc., Fayette R. | | 
R 
Ram Tool Corp. .78, 102, 104 
Revere Copper & Brass, Inc.., 
Rome Mfg. Co. Div. 7\ 
S 
Savage Arms Corp., 
Firearms Div. RG 
Selfix Products Co. 96 
Sheffield Steel Div.., 
Armco Steel Corp. 36 
Slaymaker Lock Co. 104 
Standard Tool Co. 67 
Stanley Works, 
Hand Tool Div., & Electric 
Tool Div. 26-27 
Star Metal Products Co. 68 
Swingline, Inc. 103 
T 

Tilette Cement Co., Inc. 104 

True Temper Corp. 30 
U 

Upland Industries, Inc. 102 
V 

Vocaline Co. of America, 

Inc. 90 

W 

Wallace Silversmiths 15 

Warp Bros., 

Flex-O-Glass, Inc. 106 
Warren Tool Corp. 79 


Wickwire Spencer Steei Div.., 
Colorado Fuel & Iron 
Corp. 67 
Wisconsin Alumni Research 


Foundation 28-29 
Wood Shovel & Tool Co. .. 24 
Woodhill Chemical Co. 69 

Y 
Yale & Towne Mfg. Co., 
Lock & Hardware Div. 73 
Z 
Zinsser & Co., Wm. 72 
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for profitable, volume sales sell WINTER TIME 
PROTECTION FOR 


lJat-beltebl - family HOMES AND 


COMMERCIAL 
ro} Mo get URE a am oy delohetose_ Mm), BUILDINGS 


A handi-product FOR ALL PURPOSES 


handi-calk saves consumers time and money. Reduces 
Sem fuel costs, prevents paint peeling, replacement of rotted wood 
Eigse | and deterioration of plaster, etc. 
handi- handi-gard roof coatings and cements add years to 
Se Haze roof life, resist abuse of weather, stops costly roof leaks, reduce 
ES Gia pate fuel bills and reduce maintenance costs. Available in Colors, 
parccrmeccenccencesst : Aluminum and Black. 
S| ar handi-glaze elastic glazing compound for window 
z lik « ae repair and sealing out moisture, cold and the elements. Last 





indefinitely, saving additional time and money on maintenance 
c@sts. 

handi- putti a complete selection of putty for all pur- 
poses. The inexpensive way for consumers to replace windows 
and repair costly plaster cracks. A time and money saver for 
general household patching and repair. 


A FULL LINE OF QUALITY PRODUCTS 





for profitable, volume sales sell the 
THE GIBSON-HOMANS COMPANY handi-family of quality products 
3 2366 WOODHILL ROAD °S CLEVELAND 6, O. Calking & Glazing Compounds, Roof Cement, 
7 Factories: Conyers, Ga. « Matawan, N. J. « Richmond, Cal. Aluminum, Colored & Black Roof Coatings, 
Portland, Oregon « Cleveland, Ohio Foundation & Water Repellent Coatings, 
- 7 Aluminum & Black Roof & Metal Paints. 


Want more facts? Circle 164, p. 55 
ANDREWS “incisn | es acces “es Sos ee Sear” SOND 
PLASTIC HOSE oe _a— Now in full color ““‘Take Me Home Paks 


sprinklers are more convenient to display . . . to sell. . 
~ aan 
SPRi 


and for your customers to pick up, examine and buy! 
13 Piece SAMPLE ASSORTMENT $35.50 or 
$59.25 Retail Value — Shipped Prepaid oe 4621 Beaverton Highway - Portland 1, Oregon 


Want more facts? Circle 165, p. 55 

















7 > GIBSON GRIPPER CLIPS 
DON'T MISS THE \ YF KEEP THINGS IN PLACE 


BRIGHT FINISH 
BUYING CHECK LIST | NO JUTTING POINTS 
: - | . Double Spring Action 


2 Sizes Hold Most Handles 
ON PAGE 51 














GIBSON GOOD TOOLS, INC., SIDNEY 6, N. Y. 
Want more facts? Circle 166, p. 55 


Sales Guaranteed! N WI a hi-compression 
NO INVENTORY RISK WITH = Staple oun 


for only 4.95 


Snap-On Cord Coilers 
Instantly makes ANY cord a self-coiler! With Exclusive Push-button Loading 


Sales-tested, proven in mail order field 


: —now “action packed’ for store sales! and Bui t-In t | 
COILS ALL Model 102—Appliance Coilette (shown) l s ap e Extractor. > 


us APPLIANCE Model 101—Telephone Coilette ‘ , 
5 EACH RETAILS 95c . . . LESS 40% inher hori tN 


ONE DOZEN RETAIL PRICE $11.40 market today. Designed especially for home 

DISPLAY PKGS. ( DEALER COST _ 6.84 use. Staple sizes 4", %4'’. Nationally advertised. 

(12 COILETTES) } 40% PROFIT $4.56 Immediate shipments—no wait, no delays. Order today. 
F.O.B. Store. We pay all shipping costs! 


- (Please state quantity of each model e - x 
Santo ainig ney INC., Long stand City 1, New York 
from pinboard rack, a -» Long Isiand Ci , New Yor 
open shelf a display bin HUFF CO., Maritime Bldg., Seattle 4, Wash. ‘ . y 


Want more facts? Circle 167, p. 55 Want more facts? Circle 168, p. 55 
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_ yoursi | on . mi en 
P * - Slaymaker offers * 


FREE RACK 


to display eke in 


SEE PACK 


on Packed Locks Outsell Others as Much as 5 to 1 


_— 





pata 
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to every household 


I 6-in-1 Set 4-in-1 Set n 
| i 


includes hammer, Stee! screw drivers 
nail-puller and 4 with knurled brass 


sizes of screw handles in 4 sizes q 
drivers 





Packed in Display Boxes or Carded 


Whether you use the free wire rack or display the 
n pes board, counter or bin, you ll enjoy the 


Oo KS O 
B ra ne you make with Slaymaker padlocks in 











Liberal freight allowance. Write for 


{ prices, including name of your jobber. . 
he vatic See-Pack. Ask your jobber, or write .. 


Send 50¢ for prepaid sample. 
SLAYMAKER LOCK CO. e LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 


GAM Manufacturing Co., Lancaster 1, Pa. 
© ons ans S08 Soe ES SD Se a ee Oe ee oe 
Want more facts? Circle 170, p. 55 Want more facts? Circle 171, p. 55 


ain You can sell a set is 

















NOW IN THIS NEW SELF-SELLING 


a a Ve » fe 6 | BUBBLE-PACK DISPLAY CARD 
— “TILETTE”’ LIQUID 
QUID 


PORCELAIN GLAZE 





. A fast seller since 1925 
Repairs chipped porcelain 
quickly, easily, permanent 
L\ Stas whit wate! 
proof, Ready to use; dries 

on SINKS, BATHTUBS. REFRIGERATORS puickly. See how this new 

and all Porcelain Htems where pack with handy brush 

Heat is Not Subjected to Surface will boost your sales 
(dreier now 

. isk Your Jobber or Write 


CEMENT CO., INC. 


401 LAFAYETTE ST. 
NEW YORK 3, N. Y. 














Want more facts? Circle 172, p. 55 Rustcnte Sate? Circle 173, p. 55 





Genuine 
Original 





Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 





One Set of 4 Contains | doz. cards of either %"", %4"" or I'"' DOMES. DOMES have | Seren t SULERC 
on a@ 3-Color Card ag point nail. Case hardened steel, burnished nickel plated mirror = 
6 SIZES: %". He". Both Container and Cards in 3 COLORS sa 





11/16", 1%", IY" 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 





Ask your Jobber or write— 











Want more facts? Circle 174, p. 55 
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- make your store = 


ar CHAIN HEADQUARTERS = 


Pee 


=~ = 


—, 


DOG 
CHAINS 
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| CHAINS 


UTILITY HALTER HANDY TIE-OUT 
|i] CHAINS CHAINS CHAINS CHAINS 
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HODELL CHAIN es = ry 
i. 
' 
f f | 
. 
, ; ; 
Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 
bilities for you when you stock the full line of 
Hodell welded and weldless chains... high-quality 
chains for your farm customers. Display Hodell Hodell Pailettes are strong, all-steel, re-usable con- 
ee tainers. Each holds 100 Ibs. of Proof Coil or BBB 
animal and farm chains in your store, and Hodell ra an i ao 
MALIN Ry ieee chain in the four most popular sizes: “”s, 4, “6, or 
- Pailettes to sell Proof Coil and BBB Coil chain, to Y, inch. 600 or 1000-Ib. barrels, Proof Coil, BBB Coil 
make steady profits from sales for the farm. or High Test chains, also available in these and 
— , I izes. 
Ask your distributor about the full line of Hodell oe 
Chains or write today for your Hodell Chain catalog. hie ll chins 








HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


National > .. 
Fasteners df Hodeli Chains Chester Hoists 
yr" 











